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Pacis an Agenty standpoint, it would 
seem that one of the most effective answers 
to this question, “What is this Planned Es- 
tate?”, would be a brief summary of just 
what it has done for one of the Home Life 
Agencies, specifically: 

This Agency shows a gain in new paid busi- 


ness thus far this year of 55 per cent. 


It has had a 40 per cent increase in the num- 
ber of Agents actively contributing to pro- 
duction. 


Yet it actually has 15 per cent fewer men 
under contract this year. 


It has increased the average sized policy by 
65 per cent, and this is not because of a few 
large sales, but because the actual average 


sale has increased. 


What is especially important and interesting 
is the fact that it has reduced its “not taken” 
policy total from 15 per cent to practically 


zero. 


That Agency is doing a 100 per cent job on 
Planned Estates—and the results tell the 
story of what it is doing for them. 


If you wish a copy of the booklet “Planned 
| esr write to Cecil C. Fulton, Jr., swe} 


intendent of Agencies 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N. Y. 


ETHELBERT IDE LOW JAMES A. FULTON 
Chairman of the Board President 





The Equitable looks back 75 years 





























Not For a Day, But For All Time 


The Equitable was founded in 1859— 
Three Quarters of a Century ago. 

Conditions of living have changed 
in these 75 years. Even greater changes 
may occur during the next 75 years. 
But whatever the future customs of our 
people, life will always be uncertain for 
the individual. Support will be required 
for dependents, as well as provision for 
the needs of old age 

During the last 75 years The Equitable 
has paid more than Three Billion Two 
Hundred Million Dollars to policy- 
holders and beneficiaries. It now has in 
force over 1,600,000 policies for more 


than Six Billions of Insurance. During 
the next 75 years the payments provided THE E 0] UITABLE 


for under these existing policies will also FAIR — JUST 


have been made—to aid stricken fami- 
LIFE ASSURANCE 


lies, to keep children in school, sustain 
SECURITY — PEACE OF MIND 






people in old age and prevent poverty. 
Concurrently many additional 

Billions of insurance will have 
been issued for similar 
beneficent purposes. 
Thus, while generations 
come and go, The 
Equitable Life Assur- 
ance Society stays and 


pays. 


Thomas I. Parkinson, President 
393 Seventh Ave., New York, N. Y. 
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Psychology Awaits 
Use by Managers 


Scientists Believe Their Art in 
Sales End as Useful as Com- 
pany Actuaries 


PERSONNEL AVAILABLE 


Practical Utilization of Science Delayed 
by Skepticism of Field Men 
Caused by “Hokum” 


NEW YORK, May 17.—Although 
considerable interest has recently been 
aroused in the application of psychology 
to the selection and training of agents, 
the next step toward the practical utili- 
zation of its benefits appears to be up 
to managers, general agents or home 
office agency officials. Unluckily, younger 
psychologists who would logically be 
drawn into this work are just as apa- 
thetic about seeing possibilities in the 
life insurance field as the average agency 
manager is about psychology. et 

The basic training of most promising 
young scientists in this field has been 
ina rigid scientific technique. Relatively 
little attention has been paid to prac- 
tical applications as ends in themselves. 
However, an examination of some 
psychological researches will show that 
their analysis and interpretation have 
— application to business prob- 
ems. 


Opportunity for Salesmanship 


With increased importance which 
psychologists are conceding to business 
as a field for work that is as interesting 
and scientific as that done in university 
laboratories, it should be possible for a 
general agent or manager, if he will use 
the same powers of persuasion as he 
would with a good prospective sales- 
an, to interest an able psychologist in 
the possibilities of life insurance as a 
career, 

Much skepticism of life insurance 
management toward psychological meth- 
ods is traceable to the flood of hokum 
psychology which has been poured out 
by authors attempting to popularize the 
subject. Another cause of doubt is lack 
ot familiarity with recent developments, 
‘specially in measuring personality 
raits, which are of paramount impor- 
‘ance in forecasting sales ability. 

Eminent psychologists have debunked 
the popularized brand and clearly set 
lorth what the really scientific method 
‘an accomplish in helping life insurance 
Nanagement to appraise traits that make 
ot salesmanship and develop them to 
ter logical fulfillment. If application 
: these methods can do only a fraction 
eBoy is conservatively stated, they 
ys Pg a worth-while job in eliminat- 
z a it men at the start and bringing 
pociency of the others. 

: sd erneral agent embarking on such 
ee should not be too hasty for 
chol S, nor be discouraged if the psy- 
ogist should appear naive or even 
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Gain of Over 26 Percent 


April Report 





Total new business of all classes writ- 
ten by 42 life companies, having 85 per- 
cent of the total life insurance outstand- 
ing in all United States legal reserve 
companies, during April totaled $794,- 
495,000 against $628,778,000 during April, 
1933, a gain of 26.4 percent, according to 
figures of the Association of Life Insur- 
ance Presidents. 

Group insurance, with $62,214,000 
against $21,711,000, a gain of 186 per- 
cent, showed the largest increase. All 
classes contributed to the gain with new 
ordinary insurance amounting to $511,- 
915,000 against $423,605,000, a gain of 20 
percent; industrial insurance amounting 
to $220,366,000 against $183,462,000, a 
gain of 20 percent. 

Total New Business 


For the four months, total new busi- 
ness aggregated $2,895,653,000 against 
$2,493,348,000 for the four months of 
last year, a gain of 16.1 percent. Again 
group insurance led the gain with $154,- 
990,000 against $78,444,000, an increase 
of 97 percent. 

For the four months new ordinary in- 
surance totaled $1,898,266,000 against $1,- 
706,969,000, a gain of 11 percent, while 
industrial insurance amounted to $842,- 
397,000 against $707,935,000, an increase 
of 19 percent. 

All insurance showed gains for all 
months of the four-month period ex- 
cepting ordinary insurance, which in 
February was .02 percent less than Feb- 


ruary of 1933. The gains generally have 
not been as great this year over last year 
as was the case of the 1933 period over 
1932. 


New Business for Four Months 


The new paid-for business written 
during each of the first four months of 
1933 and 1934, and percentage increases 
en are shown in the following 
table: 

















Ordinary Insurance 1934 
over 
1933 
Month 1933 34 Pet. 
an. $ 423,573,000 $ 435,676,000 2.9 
Feb. 424,483,000 424,395,000 —.02 
March 435,308,0 526,280,000 20.9 
pri 423,605,000 511,915,000 20.8 
$1,706,969,000 $1,898,266,000 11.2 
Industrial Insurance 

Jan. $ 168,312,000 $ 197,108,000 17.1 
Feb. 168,400,000 196,816,000 16.9 
March 187,761,000 228,107,000 21.5 
April 183,462,000 220,366,000 20.1 
$ 707,935,000 $ 842,397,000 19.0 

Group Insurance 
Jan. $ 22,546,000 $ 32,673,000 44.9 
Feb. 16,842,000 26,862,000 59.5 
March 17,345,000 33,241,000 91.6 
April 21,711,000 62,214,000 186.6 
$ 78,444,000 $ 154,990,000 97.6 

Total Insurance 
Jan. $ 614,431,000 $ 665,457,000 8.3 
Feb. 609,725,000 648,073,000 6.3 
March 640,414,000 787,628,000 23.0 
April 628,778,000 794,495,000 26.4 
$2,493,348,000 $2,895,653,000 16.1 











Byron K. Elliott Joins 
John Hancock Mutual 














BYRON K. ELLIOTT 


BOSTON, May 17.—Byron K. Elliott 
of St. Louis, manager and general coun- 
sel of the American Life Convention, 
has been appointed general solicitor in 
the law department of the John Han- 
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Insurance Code Question 


Still Perplexes the NRA 


WASHINGTON, May 17.—Officials 
of the National Recovery Administra- 
tion have not yet determined what 
course they will pursue with respect to 
the imposition of a code upon’ the in- 
surance industry. 

If insurance is codified, the negotia- 
tions will be under the guidance of 
Deputy Administrator C. E. Adams, 
president of the Air Reduction Com- 
pany. 

State Regulation Problem 


The question of state regulation con- 
tinues to perplex the administration, it 
is indicated, and this problem is being 
studied by members of the legal divi- 
sion. 

Insurance officials throughout the 
country are anxious that the adminis- 
tration do nothing with respect to in- 
surance codes which would interfere 
with their control of the industry. On 
the other hand, administration officials 
are not desirous of imposing another 
regulation on top of the four dozen or 
so regulatory bodies to which the in- 
dustry now must bow. Further, it 1s 
said, the insurance companies them- 
selves are not desirous of having fur- 
ther regulations imposed upon them, al- 
though the agents’ associations believe 
there is need for a code dealing with 
fair practices. 

Until this problem has been resolved, 
it is unlikely that the recovery admin- 
istration will move further toward the 
| negotiation of any insurance code. 
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Say Farm Loans 
Are Future Hope 





Company Investment Men See in 
This Field Way to Higher 
Net Yield 


SOUNDNESS UNDOUBTED 


Greater Diversification in Portfolios Is 
Expected Hereafter to Avoid 
Temporary Difficulties 


Although undoubtedly the tendency in 
company investments in future will be 
toward greater diversification in the 
portfolio to eliminate unusually high 
percentage of any kind of investment, 
particularly such as first farm mort- 
gages, there is a growing belief that 
the clearing of the agricultural situation 
and the great movement from urban 
centers toward the farms, is making this 
field again one of the most profitable 
for life companies. 

For one thing, company investment 
officials are much troubled about the 
possibility which the future holds for 
safe return on investments over the 
guaranteed rate of interest on policies. 
Although there is no thought that well 
managed companies ever will be unable 
to earn this guaranty, yet the trend has 
been sharply downward. Farm first 
mortgages with their greater than aver- 
age yield offer life companies the oppor- 
tunity to bring up the average return. 


Wisdom Is Demonstrated 


There seems no doubt but that com- 
panies which invested heavily in that 
field in the years before the depression 
are now able to demonstrate in degree 
that they acted wisely, and it is believed 
that in succeeding years farm mort- 
gages will equal or exceed any other 
type of investment in desirability. 

It is probably true that never again 
will one see so large a proportion of 
first farm mortgages to assets carried 
as in the past, sometimes reaching near- 
ly 80 percent. However superior this 
type of investment may prove to be 
good financial underwriting in the fu- 
ture will dictate a better spread to make 
certain that any emergencies may not 
prove so distressing as did the vears 
1929-1933 to companies having a large 
proportion of farm mortgages. 

Repaying Loans from RFC 

There were many innuendoes cast at 
companies specializing in this type of 
investment, and many properties had to 
be taken over under foreclosure and 
managed. Some of these companies 
were forced to resort to RFC loans be- 
cause of the non-liquid character of 
farm mortgages. The criticism ignored 
the fact that the RFC operates purely 
on a business basis, requiring an abund- 
ance of sound collateral and what 
after all, a substantial interest rate. 

It interesting to note that com- 

(CONTINUED ON LAST PAGE) 
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How to Secure Living Income, Satisfy™ 
Underwriters, Trouble Agents 


Two big problems confronting gen- 
cral agents in the field at present are 
agents’ earnings and home office under- 
writing rules. General agents agree that 
there has been an upturn in business 
and the sky is much brighter than it has 
been. They realize that there are many 
men who in days gone by when produc- 
handsome 


tion was easy made a very 

living out of their business, although 
during the last few years they have 
been put to it to get along. Business 
has been much harder to secure, the 
number of buying prospects has been 


reduced and it has been difficult to as- 
certain just who the people are who have 
sufficient funds to purchase life insur- 
ance. Many a man could afford to buy 
more if he were not supporting relatives 
or friends. However, most men who 
have any sort of income have more than 
their own families dependent upon them. 
General agents, therefore, have been so- 
licitous as to just how to get their men 
in a position where they would make 
a living and would receive sufficient 
compensation to carry them along. This 
is particularly the case with those who 
did not have much of a renewal income. 

Unless an agent has entirely revamped 
his prospect list and has been able to 
secure a workable one consisting of live 
prospects, he is entirely out of luck. 


The one big problem today in the mind. 


salesman is to get buying pros- 
Whether people have been hit 
hard by the stock market or their sal- 
aries have been reduced or what not, 
they will take on a discouraged air be- 
cause it will give them an excuse not to 
purchase anything which does not ap- 
peal to them. 


of the 
pects. 


Returns on $100,000 Production 


Some years ago when new men were 
cntering the life insurance field they 
were told that if they could write $100,- 
600 of good business their commissions 
the first year would run $1,200 to $1,500 


a year. That was a fair living for a new 
man. Then as time went on their re- 
newals developed and made a very com- 
fortable living. Today that statement 
would not hold good for most com- 
panies. The man who can produce $100,- 


000 would probably find his income run- 
ning about $70 or $75 a month. The 
reason for the difference is due to the 
fact that there are fewer annual pay- 
ment policies being written and further- 
more there is a big demand for cheaper 
forms of insurance which naturally 
keeps down the premiums. Then insur- 
ance is not so easy to write, it takes 
more calls and more interviews to get 
the same amount of income. 


Effect of Low Priced Policies 


The introduction of low priced poli- 
cies was a big help to agents in days 
gone by because they were getting ap- 
plications without any great difficulty 
and were securing a good average so 
far as size of premiums was concerned. 
The low priced policies served as an 
additional talking point. Now, however, 
they are taking the place of the higher 
priced policies. Furthermore some com- 
panies find themselves embarrassed in 
having so much low priced business on 


the books. The margin is really not 
sufficient to carry it. A company that 
went out strong for this low premium 


business and has a considerable volume 
is confronted with a real problem in ad- 
ministering it and not having to meet a 
deficit. 

There are a few agents in every office 
that are able to make a comfortable liv- 
ing in selling life insurance. They are 
men possessing real sales instinct, have 
favorable contacts, striking personality 
or the ability to present life insurance 
in way that is most convincing. About 
20 percent of an agency force could be 





so classified. Of the remaining probably 
another 20 percent is just getting by. 
The rest of the salesmen are endeavor- 
ing to make ends meet, hoping that 
something will turn up in a different 
line which will enable them to make 
more money 

General agents are not able to finance 
business as they have been. They are 
taking no chances and are not paying 
advances where there is any danger of 
loss. A general agent will not give a 
guarantee unless he is satisfied it can 
be earned. 


Agency Turnover Tragic 


There have been many suggestions 
put forth as to what should be done 
to enable agents to earn more money 
and thus not to be lured away from sell- 
ing life insurance. No one has been able 
to come out with a plan that has a sat- 
isfactory appeal. The turnover in the 
sales forces is almost tragic. There are 
some executives who feel the time has 
come to greatly reduce the number of 
men in the business and spend time and 
effort only on those that are really 
successful. Agency leaders find that 
now 15 percent of their sales forces are 
producing 75 percent of the total busi- 
ness. Their solicitude therefore is what 








to do with the 85 percent that only 
produce 25 percent of the total. 

Along with the question of acquisition 
cost or compensation comes the prob- 
lem of underwriting. Home offices are 
still panicky over large policies. Their 
experience has been severe on _ these 
risks. Mortality on the larger policies 
has increased the average ratio. That 
has served to cut down the profits. 
Home offices look askance on anyone 
applying for insurance of any conse- 
quence. A person seeking $50,000 of life 
insurance is scrutinized closely and is 
subjected to the most exacting demands. 
Many field men feel that the home 
offices have gone to the other extreme 
in their treatment of those that can af- 
ford to pay for a considerable amount 
of insurance. For instance there are 
hundreds of people that can well afford 
to carry $150,000 insurance. Yet today 
many companies would look with dis- 
favor on anyone whose total reached 
that amount. 

Another factor that evidently troubles 
some home offices is the growing ten- 
dency on part of insurance buyers to 
have their line diversified. They are not 
content to carry large policies in a single 
company as they once were. For in- 
stance a man seeks $50,000 additiona! 





Greater Spirit Is Shown 


Northwestern Mutual Life Under the Leadership of President M. J. 
Cleary Has Introduced New Features and Strengthened Its Position 





Observers have been watching the 
Northwestern Mutual Life since M. J. 
Cleary became president, Oct. 19, 1932. 
Mr. Cleary brought to the leadership of 
that great institution a new type of ex- 


ecutive. He has a _ personality that 
radiates good cheer and_ hospitality. 
There is something magnetic in the 
quality of his mind and heart. The 


Northwestern Mutual has not had what 
might be termed a president who was 
sales, production or field conscious. 
President Cleary gets out along the 
firing line and sees the men at work. 
He sits down and talks to them and 
studies their problems. His view is 
not an academic one but is practical. 
He appreciates the fine traditions and 
conservatism of the Northwestern Mu- 


tual. At the same time he realizes that 
an institution should be galvanized. 
There is a sort of militancy in his ad- 
ministration. 


Introduced New Features 

Since he came into office the North- 
western Mutual introduced juvenile 
policies for the first time. Then it be- 
gan writing annuities and last Novem- 
ber it added female risks to its mem- 
bership. In December it introduced 
its new family income contract. All 
this has been encouraging and stimu- 
lating to the men carrying the rate 
book. They feel now that they have a 
real friend at court and hence they go 
ahead with greater enthusiasm than 
they have. 

Furthermore President Cleary is not 
overlooking the need for strengthening 
the personnel of his official list. He is 
bringing to the home office young men, 
who are expert in their line, those that 
have a vision, those that have a high 
regard for trusteeship and yet like him- 
self possess some ardor and fire in their 


make-up. Last July, for instance, the 
Northwestern Mutual elected Edmund 


Fitzgerald as financial vice-president. 
He is a man under 39 years of age, who 
has had a most excellent training along 
investment lines. 

At the same time he 
home office Grant L. 


the 
the 


called to 


Hill from 











M. J. CLEARY 


New York general agency to be di- 
rector of agencies. Here is another 
young man who has had schooling in 
salesmanship and life insurance that 
fits him for his present position admir- 
ably. He, too, has the type of energy 
and the gift of attracting men to him. 


He differs from the former agency 
heads of the company. 
President Cleary then has called 


some notable junior officials from the 
ranks. These men are assigned to tasks 
for which they are especially fitted. 


With the addition of men younger in 
years, in sympathy with the policy of 
the company and in full accord with 
the course the president has charted 
there is added strength to the organiza- 
tion. 

P. N. Cristal. 
junior officer in 


who was appointed a 
the bond department 
last November, attended the Massa- 
chusetts Institute of Technology grad- 
uating in civil engineering. He joined 
the Van Sweringen organization 











insurance. He has $25,000 in a company 
and goes to the agent that has sold hiy 
the insurance. He tells him that he dog 
not want any more insurance in hj 
company but wants the additional $59. 
000 in five other companies, $10,000 eac) 
The companies to which application ; 
made become suspicious because th 
man is not willing to take the entir 
line in his original company. The uw. 
derwriters question his motive in break. 
ing up the insurance in the way that le 
has. They do not realize that the publi 
mind is in an uncertain state and 4 
diversification has been the watchwor 
in investments, the people are applying 
this same principle to their life insu. 
ance. They follow the same course with 
their fire insurance. Many = genera 
agents claim that they have difficulty j in 
convincing their head offices that appl. 
cants of this nature are entirely hones 
and make desirable risks even if they d 
not desire any large amounts in a single 
company. 
Large Policyholders Not Desired 


The man who can well afford to bu 
and continue $200,000 or $250,000 insur. 
ance is having a difficult time to secure 
that amount because every company i 
studying carefully the total amount oi 
insurance that a man carries. The uw- 
derwriters require a detailed financial 
statement showing his income, prospects, 
etc. Evidently the companies are dod. 
ing the big insurance buyers. They have 
not gotten over their scare. Unfortu 
nately the loss on underwriting largely 
due to these big risks came simultane- 
ously with the upset in investments and 
the general demand for loans and cash 
surrenders. Altogether the companies 
have been confronted with the gravest 

kind of problems and have not been in 
1 mood to modifv their underwriting 
nolicy that they now feel is protective 
and necessary. 








Cleveland, serving in an administrative 
and financial’ capacity in connection 
with their railroad investments. He 
thus got thoroughly familiar with rail- 
road operations and financing. P. K. 
Robinson, who was appointed junior 
officer in the bond department during 
the same month, has had wide exper- 
ence in the municipal bond field. He 
attended the University of Wisconsin, 
graduating in 1915 and then graduated 
from the law school. He became asso- 
ciated with M. F. Fox & Co., a Milwaw- 
kee investment house, in charge of mu- 
nicipal bonds, and in 1929 he became 
vice-president of the Milwaukee Con- 
pany, an investment corporation. 


Mutual Benefit Concerns 


Affected by Federal Bills 


Mutual benefit associations through: 
out the country will be seriously affected 
by the two bills in congress to curtal 
mail solicitation of insurance. These or 
ganizations, if they operate in other than 
small localized territory, in large pat 
depend on the mails to get their busi- 
ness, a successful operator in this field 


reports. 

They rarely can afford much if al 
agency force. Solicitation is done )Y 
members and the necessary papel 


transmitted by mail. The mutual bene 
fit official mentioned, who heads an 
ganization with 20,000 members, states 
that if the federal bills go through, he 
and a great many other operators might 
as well close up shop. His is an asso 
ciation chartered in Delaware, but with 
headquarters in Chicago. It is careft! 
not to write benefits on any Illino 
citizens, thus avoiding insurance depatt 


in ,; Ment supervision. 
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JOHN R. HARDIN IS SPEAKER 













Sales Congress in 
New Jersey Held 


Pointers at Meeting Spon- 
sored by Association 


Several Headliners Are Heard at Rally 
in Newark at Head Office of 
Mutual Benefit 


NEWARK, May 17.—A brilliant pro- 
gram attracted a large attendance at the 
sales congress of the Life Underwriters 
Association of Northern New Jersey at 
the home office of the Mutual Benefit 
Life here today. The first speaker was 
President John R. Hardin of the Mu- 
tual Benefit, who welcomed the visitors. 

The other morning speakers included 
Preston C. Dawson, production man- 
ager of the Beers agency of the New 
England Mutual Life in New York 
City; Denis B. Maduro, attorney for 
the Life Underwriters Association of 
New York, and Holgar J. Johnson, gen- 
eral agent for the Penn Mutual Life at 
Pittsburgh. 


Afternoon Program 


Luncheon was served in the dining 
room of the Mutual Benefit head of- 
fice. The afternoon speakers included 
President C. Vivian Anderson of the 
National Association of Life Under- 
writers; Vice-President Frank H. Davis 
of the Penn Mutual Life, and Irvin 
Bendiner of the Wharton School of Fi- 
nance, University of Pennsylvania. 

A skit, divided into two short acts, 
was staged in the afternoon. The first 
act was entitled, “Men Buy Because,” 
the actors being Frank L. Lane and 
Martin D. Karlin of New York. The 
second act was called “Most Needed— 
Least Wanted.” The characters were 
taken by Rosalie L. Lane and her hus- 
band, M. L. Lane, general agent Con- 
necticut Mutual at New York City. 


H. C. Lawrence, president of the 
association, was chairman of the morn- 
ing session, while J. Zimmerman, 


chairman of the sales congress commit- 
tee, presided in the afternoon. 

It is an easy matter to teach a sell- 
ing process and not difficult to pre- 
pare a sales talk, but the problem of 
Prospecting is a serious matter, Mr. 
Dawson declared in his address. Agents, 
he said, should make prospecting a 
habit. He cited five points in prospect- 
ing: sell natural contacts; ask leading 
questions from center of influence; take 
lists of names to center of influence and 


have them qualify; canvass qualified 
Names; canvass unqualified names. 
Mr. Johnson repeated his message 


that now is the ideal time to strive for 
a new high in production. 

Mr. Anderson pointed out the impor- 
tance of making a will and said life in- 
surance was the best means of taking 
care of anestate. He spoke of the many 
wills which are now antiquated through 
various changes in family relations. 

Three hundred attended the sessions. 





Safety Drive in Cleveland 


CLEVELAND, May 17.—The Cleve- 
land Safety Council has sent letters to 
eading insurance agencies of Cleveland 
asking their cooperation in the forma- 
tion of a special committee of 100 to 
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New President 














CHARLES G. 


TAYLOR, JR. 


C. G. Taylor, Jr., third vice-president 
of the Metropolitan Life, will be elected 
president of the New York Insurance 
Society at its annual meeting next week. 
Mr. Taylor is a former president of the 
American Life Convention. The insur- 
ance society is an educational organiza- 
tion. 


James Roosevelt Now Broker 


James Roosevelt, son of the Presi- 
dent, has severed his connection with 
the Lawson Agency of Boston, life gen- 
eral agent of the Travelers, and the 
agency has been dissolved. Mr. Roose- 
velt is forming no new partnership but 
will continue as an independent broker 
in the office of O’Brion, Rusell & Co. 








Sales Show 


Sharp Gains 


April Production Continues Upward Trend in New Business 


Reported for the First 


Quarter; Many Gratifying Increases 





The Connecticut Mutual Life May 11 
completed a six weeks’ drive, the quota 
of which had been set at $20,000,000 on 
5,000 lives. With compilation of the 
final figures, it - was evident that the 
drive had been successful in a big way, 


with a total of $32,250,998 written on 
7,268 lives, an increase of 61 percent 


over the volume objective and 45 per- 
cent over the lives objective. During 
April the company issued more policies, 
exclusive of any form of annuities, than 
in any month in its 87 years of exist- 
ence. é 

The outcome is quite significant of 
better business conditions inasmuch as 
the objective of $20,000,000 was, in gen- 
eral, based on the best individual six 
weeks which each agency experienced 
last year. The company now has 64 
general agencies, and of these all ex- 
cept four achieved substantial increases 
over their best six weeks of 1933. 

The Northwestern Mutual Life’s April 
paid business gained 56.6 percent. For 
the first four months paid business in- 
creased 34.3 percent. Nearly 90 per- 
cent of its agencies had increases for 
the year to date. The new family in- 
come plan inaugurated by Northwestern 
Mutual last December has already con- 
tributed over $25,000,000 to the paid 


volume. 
* * 


The high morale of its agents and the 
paid business increases of 115 percent 
thus far this year over the same pe- 
riod last year have led the Franklin 
Life to contemplate $1,000,000 of new 
business from Illinois alone between 
May 16 and June 15. A “Jubilee Month” 
campaign in the 19 states where the 








assist in public safety work. A large 
Number have joined to date and both | 
the Cleveland Life Underwriters Asso- 

Ciation and the Casualty Underwriters , 
Association of Cleveland have endorsed | 
the movement. H. G. Wischmeyer, | 
John Hancock Mutual Life, has been | 
appointed chairman of the new division. 








Office, 


outsider. 
ing 





mind. [From our files 


Policyholder died. 


had not paid the premium. 
hadn't the policy number. 
letter from the Company 
given. Skeptical, but 


of it. She wrote, and $800, 


The policy, an Endowment, 


Independence Square 





“TELL THEM THAT!” 


Policy jackets—or the policies themselves—com- 
monly caution the policyholder to write to the Home 
or to consult the company’s representative, 
rather than to ask for information or advice from an 
An apt “motivating story,” 
to the cautioning lines, 
policy, may fix them permanently in the policyholder’s 


Widow 
ago he had an insurance policy. 
Didn't know the company, 
Six months after his death found a 
in which the policy 
decided 
Her lawyer tried to discourage her, saying nothing could come 
and odd,—including, of 
interest from date of her husband’s death,—quickly came of it! 
with a loan, 
extension period at date of lapse. 


The life insurance dollar is never satisfied until 
it has found its intended owner. 


4 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


told when point- 
at the delivery of the 


remembered that many years 
And that for several years he 
and 


number was 
to write to Home Office. 
course, 


had a twelve-year 


Tell them that! 


company has general agencies has been 
launched. Quotas for the period have 
been set at 125 percent of the best 
month of last year and the company ex- 
pects to attain this goal. Stress has 
been placed on the golden jubilee retire- 
ment income at 50, 55, 60 or 65 and 
the salary continuance policies which 
have been largelv responsible for in- 
creases this year. To these, the family 
income policy has been added with spe- 
cial emphasis during jubilee month. 


* 2 + 
The Guarantee Mutual Life reports a 


gain of 80 percent in April. April pro- 
duction was $2,184,957, representing the 


best month since September of last 
year. Illinois led with $291,294. Cali- 
fornia came next with $257,807 and 
Ohio third with $238,225. 

& + 9 


Paid for new business of the Califor- 
nia-Western States Life for the first 
four months of this year amounted to 
$9,322,968 as compared with $6,316,547 
for the same period last year and $8,056,- 
571 for the same period in 1932. 

* * 

Yeomen Mutual Life 
of Des Moines for the first four months 
increased 35 percent and exceeded the 
total for the first six months of 1933. 


* * x 


Production of the 


The Bankers Life of Nebraska is run- 
ning about 40 percent ahead in paid busi- 
ness in May over May, 1933, which was 
the record month in the company’s his- 
tory of 47 years. The annual anniver- 
sary campaign is being held in May. For 
the first four months the company was 
well over 30 percent ahead in paid busi- 


ness. W. C. Thompson of the Chicago 
general agency of W. C. Butler led the 
country in the campaign for the first 


week. Mr. Thompson is 69 and formerly 
was a successful manufacturer. Four 
month issued business increased 43 per- 
cent; April 71 percent. 
* @ » 
Thirty-four 
City 


agencies of the Kansas 
Life gained in paid business for the 
first four months, largest increases hbe- 
ing: Alabama, 59 percent; J. T. Allen, 
140; D. J. Cravens, 145; O. Sam Cum- 
mings, 300; J. C. Edwards, 192; T. T. 
Given, 80; Given & Judd, 70; J. C. Har- 
din, 58; C. W. Hill, 88: W. G. Hunger, 81; 
Iowa State, 83; W. CC. Jones, 78; H. G. 
Kenniston, 79; W. T. Koop, 75; Louis- 
iana, 191; Madden, 88; New Mexico, 56; 
Nystul, 143; A. H. Ogilvie, 211; Penn- 
sylvania, 150; W. W. Rubel, 259; N. E. 
Scott, 312; South Dakota, 82; and W. W. 
Walker, 83. 





COMPANY INCREASES 








American Life, Mich.—First quarter 80 
percent gain in written. 
Security Mutual Life, Neb.—April gain 


111 percent; four month 94 percent. 

Bankers National Life, N. J.—April 
gain 40 percent; four month gain 48 per- 
cent with $9,398,557 total. 


American Central Life.—April increase 
over March 15 percent; fourth consecu- 
tive monthly gain. 








Phi adelphia | 

















Longevity Prospects of 
This Applicant Bright 





J. B. Hutcheson, district man- 
ager Mutual Life of New York, 
interesting application recently. 


Roanoke, Va., turned in a fine app. 
The applicant’s maternal grand- 
father was killed by Indians and 
he had three grandparents who 
lived to 90. His mother is now 
£3 and his father is 93. No brother 
has died of disease. 











Sivenint to ; Wieland Life 
Insurance Agents Continues 





MAY EXTEND TO OTHER LINES 





U.A.LA.A. Is Seeking NRA Code— 
Wants Minimum Salary Guarantee 
For Producer 





BIRMINGHAM, May 17.—An or- 
ganization known as the United Asso- 
ciation of Insurance Agents of America 
having for its object the unionization of 
insurance agents has been started in 
Birmingham. So far it has been active 
chiefly among ‘industrial, fraternal and 
burial agents but proposes to cover the 
entire life, fire and casualty fields, in- 
cluding all persons selling any type of 
insurance. No official notice of the or- 
ganization has been taken by either the 

3irmingham Association of Life Under- 
writers or the Birmingham Association of 
Insurance Agents. 

International headquarters for the 
union have been established in Birming- 
ham and nine chapters have already 
been established in Alabama and chap- 
ters also in Chicago, Fort Wayne, Ind., 
Jacksonville, Fla., and Columbus, Miss., 
according to Ted Williams, who has the 
title of executive secretary. Other “inter- 


national” officers are W. H. Mitchell, 
president, formerly a Prudential agent, 
and C. E. Holloway, vice-president, 


former Metropolitan agent. 
Is Seeking NRA Code 


The union, according to Williams, has 
submitted a brief to the NRA seeking a 
code which among other things would 
provide a minimum wage for agents, 
collective bargaining and a closed shop. 
The minimum wage sought for indus- 
trial agents is $25 a week plus commis- 
sions on business turned in. Mr. Wil- 
liams said a survey of industrial agents 
in Birmingham showed they averaged 
only $12 a week last year out of the 
“maybe” contracts under which they 
worked. He added that the union does 
not propose strikes but expects to use 
public opinion as a weapon. Also he 
stated that the Praetorians, fraternal of 
Dallas, Tex., has already signed a closed 
shop agreement with his organization. 

As another function Williams’ organ- 
ization urges federated labor to do busi- 
ness only with an agent who carries a 
union card, as a message under his 
name in the Labor Advocate, local labor 
organ shows 

“If your 7. ork agent carries a 
card ot Local No. 1, affiliated with the 
Birmingham Rant ia Council—a monthly 
dues receipt card—with the seal impres- 
sed into it, and the union label printing, 
he is the man who is obligated to sup- 
port the American Federation of Labor 
and all of its affiliations. Any other card 
is not the insignia of the Union; do not 
let your agent represent the National 
Association of Life Underwriters or the 
Birmingham Association of Life Under- 
writers. He insults you if he represents 
himself as a union man with a non- 
union card. Look for the United Asso- 
ciation of Insurance Agents of America 
monthly card.” 


Called “Company Union” 


The Birmingham Association of Life 
Underwriters has been frequently re- 
ferred to as a “company union,” and the 
insurance companies as “capitalistic.” 

Williams reports his organization now 
has 500 to 600 members and that before 
the end of the year he hopes to have 
more than 50 locals in the United States. 
The agents union has so far been recog- 
nized by 104 out of 109 labor bodies in 
Birmingham and the matter of affiliating 
with the American Federation of Labor 
will be presented at the annual conven- 
tion this fall in San Francisco. 

Dues are $1 per month with a $3 init- 
iation fee. The union proposes also to 


have a fraternal feature with meetings 
being held about every two weeks. 
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Celebrating His 45th 


Anniversary of Service 











HINTZPETER 


HERMAN C. 


Herman C. Hintzpeter, manager of 
the largest Chicago agency of the Mu- 
tual Life of New York and one of the 
company’s oldest employes in point of 
service, is celebrating his 45th anniver- 
sary with the company this month. His 
life insurance career began in the office 
of Charles H. Ferguson, then Chicago 
general agent in the Tacoma building, 
back in 1889, when he was hired as a 
supply boy. He took a keen interest in 
his work and it was soon apparent that 
he would not be content to continue in 
that capacity. At the age of 17 he began 
putting in some of his time selling life 
insurance and progressed rapidly as was 
indicated by the fact that in 1895, when 
he was but 21, he was made agency 
superintendent for the state of Illinois. 

A short time later the Mutual Life 
inagurated the branch office system, W. 
B. Carlile succeeding Mr. Ferguson as 
head of the company’s interests in Chi- 


.cago, with offices in the Tribune build- 


ing. In 1906 Mr. Hintzpeter was made 
manager of a separate branch of the 
Carlile agency, with offices in the Com- 
mercial Bank building. 

As branch manager he made a re- 
markable production record and also 
demonstrated his capacity to attract men 
and organize them into producing units. 
In 1911, when Darby A. Day succeeded 
Mr. Carlile as manager, the company 
appointed Mr. Hintzpeter associate man- 
ager of the agency. In 1925, following 
the resignation of Mr. Day, he was given 
charge of one of the four branches that 
the company established in Chicago. He 
opened offices in the Continental & Com- 
mercial Bank building, which then be- 
came the company’s leading agency un- 
der single management. 

Two sons, Edward C. and Ervin D., 
are associated with him and are them- 
selves making an enviable production 
record. Mr. Hintzpeter will celebrate his 
60th birthday June 5. 


Prudential Discussion Group 


More than 150 managers, assistant 
managers, special agents and brokers in 
the New York metropolitan area of the 
Prudential and representatives from the 
home offices attended the current meet- 
ing of the Prudential discussion group 
started in January. Two clubs have 
also been organized as a result of these 
meetings, the App-a-Week Club and the 
Round Table Club. Honor rolls in each 
club will begin June 4. 


Would Authorize Preferred Stock 


LOUISVILLE, May 17 —Included 
in the call for the present session of the 
Kentucky legislature is a bill to author- 
ize life companies to issue non-assess- 
able preferred stock exempted from dou 
ble liability in order to enable insurance 
companies to secure federal loans. 








Rates for Group er 
Benefits are From $5 to $6 





DEAL MADE WITH FIRESTONE 





Policies Pay $3 Per Day Plus $15-$25 
Case Benefits—Aggregate 
Limit Is $250 





Considerable interest is taken in many 
quarters in the plan of a number of 
group writing life insurance companies 
to offer hospitalization benefits to in- 
sured groups. Some observers believe 
this feature should prove attractive and 
should prove a good argument for em- 
ployes to purchase group life and group 
accident and health insurance. Ap- 
parently the hospitalization benefits are 
being offered only in conjunction with 
group life or group accident and health 
or both. 

Those companies that are going into 
the group hospitalization plan are offer- 
ing cash benefits of $3 a day, the em- 
ploye being given free choice as to the 
hospital in which he desires to be con- 
fined. The contracts apparently are 
offering in addition, up to $15 or $25 so- 
called case benefits, or a sum to be used 
for incidental hospital expenses. The 
rate has not been announced, but it will 
run from $5 to $6 per year. 

The Prudential recently closed an 
hospitalization contract with the mutual 
benefit association of the Firestone Rub- 
ber Company. The rate for the hos- 
pitalization item is reported to be 45 
cents a month. Negotiations are under- 
stood to be in progress with the Good- 
rich Rubber Company with another 
large life company. 

An aggregate limit is contained in 
these hospitalization contracts, which is 
understood to be $250. 

There will be much interest in the 
talk of C. Rufus Rorem before the an- 
nual meeting of the Health & Accident 
Underwriters Conference in Chicago 
June 19-21. Mr. Rorem is an official of 
the Julius Rosenwald Fund and for the 
last two or three years has been de- 
voting his attention to group hospitali- 
zation research. He has been advocating 
that hospitals, on their own initiative, 
work up such schemes, possibly utilizing 
the agency forces ‘of life companies 
merely as a selling organization. He is 
particularly anxious that group hospi- 
talization not be exploited by racketeers. 


Callahan and Walsh Join in 
Heading Hartford Agency 





W. H. Callahan, for ten years man- 
ager of the Fidelity Mutual’s northern 
Connecticut territory with headquarters 
at Hartford, has taken T. G. Walsh of 
that city into partnership, the new firm 
to operate under the title Callahan & 
Walsh. Mr. Callahan, a native of Hart- 
ford entered life insurance with the 
Aetna Life in 1911 and became man- 
ager for the Fidelity Mutual in 1924. 
Mr. Walsh is also well-known in Hart- 
ford, where for ten years past he was 
associated with the late J. A. Walsh, 
general agent Massachusetts Mutual. 
After considerable sales and business 
experience in 1920 Mr. Walsh became 
traveling special agent for southern New 
England, New York and Pennsylvania 
with the Aetna Life. In 1922 he be- 
came general assistant manager Metro- 
politan Life covering the United States 
until 1924, when he joined the Walsh 
agency. He led that agency in personal 
production for the last eight years, and 
in 1933 was the third largest personal 
producer in the country for the Massa- 
chusetts Mutual. The firm will occupy 
new offices in the Hartford-Connecticut 
Trust Company building, Hartford. 


Rural Bankers Conference 


Officials of the Rural Bankers Life of 
South Bend met with district agents at 
Princeton, Ind. Home office men pres- 
ent were J. V. Sees, president, and Dr. 
Charles Kern, medical director. 











Congressional Investigation 
of Insurance Unlikely Noy 





DISTURBING EFFECT FEARE)D 





Robinson’s’ Resolution for Inquiry 
Hasn’t Been Pushed—Will Die 
With End of Session 





WASHINGTON, May 17.—The rap- 
idly approaching end of the session 
makes it extremely unlikely that any 
action will be taken by Congress to in- 
vestigate the insurance industry. 

So far as could be learned by broad 
inquiry among members of the Senate 
who would be interested in such a pro- 
ject, there is no plan now for an jn- 
vestigation of the industry, although it 
was said there has been considerable 
agitation, both for and against such a 
study. 

It is pointed out that an investigation 
of the insurance situation at this time 
would perturb insurance interests and 
further agitate a situation already dis- 
turbed by legislation such as the mv- 
nicipal bankruptcy bill and other meas- 
ures. 

The resolution of Senator Robinson 
of Indiana, which its author has never 
made any effort to push, will die with 
the end of the session next month and 
if it is to be taken up next year will 
have to be reintroduced when congress 
convenes in January. Faced with a tre- 
mendous volume of work to be disposed 
of within a few weeks, it is not likely 
that the Senate will this session con- 


sider the measure. 


Nine Peoria Life Bids Made 


Only Three Proposers Are Going, Legal 
Reserve Life Comanies—Provi- 
sions of Proposals Not Disclosed 








A miscellaneous lot of bids have been 
submitted for reinsuring the defunct Pe- 
oria Life. Only three of the bidders 
are going, legal reserve life companies, 
they being the United Benefit Life oi 
Omaha, Life & Casualty of Chicago and 
Iflinois Bankers Life of Monmouth, Ill. 

Another bid is from the General Life, 
an assessment concern, formerly 0 
Springfield, Ill., now of Chicago, which 
was cited for receivership recently. At- 
torney E. R. Elliott of Chicago has be- 
come interested in the General Life 
lately, apparently proposing to raise 
some money for it. 

Another bid is from the proposed Mu 
tual Life of Illinois, which G. Hall 
Roosevelt, the President’s brother-in- 
law, is promoting. Apparently Roose- 
velt has broken away from the crowd 
that was promoting the Peoria Mutual 
Life. A bid was not submitted in be- 
half of the Peoria Mutual Life. 

Still another bid is that of the pro- 
posed Nebraska Life, which has beet 
trying to get a license, but has been 
unable to do so because the promoters 
propose to finance the company almost 
exclusively with a mortgage on a Min- 
neapolis leasehold. 

Other bidders are Henry E. Pratt in 
behalf of a group which proposes to 
organize the Policyholders Mutual Life: 
Albert J. Weil, representing a grou? 
proposing to organize a new company 
and J. B. Wolfenbarger, representing 
a group proposing to organize a new 
company. : 

Receiver O’Hern said from 20 to 30 
days would be required to analyze the 
proposals and make a decision as t 
what plan to recommend to the court. 
In the meantime he said the details of 
the various bids will not be disclosed: 








Commissioner E. A. Smith, Jr., of U tah, 
was a San Francisco visitor last week: 
During his California visit, Commis- 
sioner Smith spent some “as in Sacra- 
mento in connection with the forthcom- 
ing examination of the California-West 
ern States Life. 
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RESOLUTIONS 





Originated and Adopted 
by Acacia’s 
Managers and Agents 





Whereas, we believe that Net 
New* business and net gain 
should be the standard by which 
to measure the progress of a 
life insurance company in its 
field work and not mere pro- 
duction ; 


And, whereas, this is the stand- 
ard of the Acacia Mutual Life 
Insurance Company; 


And, whereas, this standard 
promotes efficiency and economy 
and makes possible increased 
earnings to the permanent rep- 
resentatives of the Company 
and better service to the policy- 
holders and the insuring public; 


And, whereas, this standard 
tends to materially increase the 
quality of agency personnel and 
lessens agency turnover with its 
resultant loss to the _policy- 
holder, the Company and its 
field representatives ; 


Now, therefore, be it resolved 
that in order to better promote 
and foster the above mentioned 
standard a club be formed to 
be known as the WILLIAM 
MONTGOMERY QUALITY** 
CLuB, to now and forever 
honor the creator of the Net 
New standard in life insurance. 


*Net New business is the 
paid-for business minus business 
that lapses before two full years 
premiums have been paid. 


** Quality business is business 
of which at least 75% is kept 
in force for the first two years. 


















\ 
AGAIN ACACIA LEADS! 


Unique and Original 


CLUB 
—Just Organized 


CACIA managers and agents in recent regional conven- 

tions have unanimously organized the most unique Club in 

life insurance—a club to sell only Quality business — and have 
named it the 


WILLIAM MONTGOMERY 
QUALITY CLUB 


to honor President William Montgomery and the quality standard of business 
he has always emphasized. 


To qualify, its members must produce an average of at least $8,500 of Qual- 
ity business per month. To get the Club bonus twice a year, a member’s pro- 
duction must average at least $10,000 of Quality business monthly. 


“Never write an application if you do not feel sure it is Quality business” 
. is the guiding principle of the William Montgomery Quality Club. 


The officers for 1934, appointed on their quality records for last year, are: 


W. B. VENNARD, Houston - - - - PRESIDENT 
R. L. BARNWELL, Oakland - -  VicE PRESIDENT 
R. A. DANIELL, Pittsburgh - - Vice PRESIDENT 
A. J. B. Mivier, Akron - - - Vice PRESIDENT 
P. E. Smitu, Birmingham - - VICE PRESIDENT 


1934 FIRST QUARTER REFLECTS QUALITY 


44% increase in net production over the corresponding months of 1933; 
Largest net gain since 1930; 
Largest income of any first quarter in Acacia’s history. 


ACACIA 


MUTUAL LIFE INSURANCE COMPANY 





Chartered by the U. S. Congress in 1869 


Home Office: Washington, D. C. 
62 Branches and Offices in Principal Cities 
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Adeanne Calls. 











“Today I signed up for that plan we heard about on 
the ‘Roses and Drums’ program.” 


“Why so happy to- 
night, Jim, dear?” 





...make selling easier! 


ON MANY a “get-acquainted” call, the Union Central repre- 
sentative finds that radio has been there ahead of him. Part 
of the selling job is done. The prospect knows about the com- 
pany and the Economic Adjustment Plan. He’s ready to hear 
more. 


Every Sunday, the “Roses and Drums” program makes 
advance calls for Union Central agents over the Columbia net- 
work . . . delivers spoken sales messages .to family circles in 
millions of homes. And the result is: good prospects ready to 
be followed up! 


Thousands of these radio listeners have written for more 
information. But field men say that whether they write or not, 
Union Central’s radio broadcast has made them better pros- 
pects and easier to sell! 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 











Program Is Announced for 
Pennsylvania Days Muster 





TO BE HELD AT HARRISBURG 





Many Interesting Topics Are Listed for 
Discussion at the Big Annual 
Event 





The Pennsylvania Insurance Federa- 
tion, Pennsylvania Fraternal Congress, 
Pennsylvania Association of Mutual 
Fire Insurance Companies, Pennsylvania 
Association of Life Underwriters and 
Pennsylvania Health & Accident Alli- 
ance join in the celebration of Pennsyl- 
vania. Insurance Days at the Hotel 
Penn-Harris, Harrisburg, May 24-25. 
The banquet will be held the last even- 
ing with Vice-President W. H. Kingsley 
of the Penn Mutual Life as toastmaster. 
The invocation will be given by Rev. 
E. M. Grove of the Bethlehem Lutheran 
church in Harrisburg. The headliner 
will be Speaker H. T. Rainey of the 
House of Representatives at Washing- 
ton. There will be a bridge luncheon 
for the ladies at noon the first day, a 
tour of the “Forum” and “Museum”’ in 
the evening, a tour of the capitol build- 
ing the morning of the second day, a 
trip to Hershey in the afternoon. 


Other Organizations to Meet 


While the life people are holding their 
separate meetings, there will be a fire 
and casualty sales congress in charge of 
W. S. Tayior, president Harrisburg 
Association of Insurance Agents; a mu- 
tual fire sales congress under the aus- 
pices of the Pennsylvania Association of 
Mutual Fire Insurance Companies with 
I. Wallace Fleck, assistant secretary 
Grocers Cash Deposit Mutual of Hunt- 
ington, Pa., chairman, and an industrial 
health and accident conference under the 
auspices of the Philadelphia Health & 
Accident Alliance, presided over by Wil- 
liam Mack, president Charter Mutual 
Benefit. wey 

The program of interest to the life in- 
surance people is as follows: 

MAY 25 9:30 A. M. 
Life Insurance Sales Congress 

Chairman, W. J. Bradley, publicity 
manager, Home Life of America, chair- 
man Industrial Life Council of Insurance 
Federation of Pennsylvania. 

“Self Training in Life Insurance Sell- 
ing,” T. M. Stokes, supervisor division of 
field education and sales promotion 
Metropolitan Life, New York City. 

“The Deep Down Reason for Life In- 
surance Serenity,” Stewart Anderson, 
editor of publications, Penn Mutual Life. 

“Bring Up the Elephants,” Clyde F. 
Gay, agency secretary, Aetna Life. 


“Clouds,” John H. Rees, director of 
publicity, Colonial Life, Jersey City. 
10 A. M. 


Meeting of Delegate Body, Pennsylvania 
Association of Life Underwriters 

Report of President, Lee D. Heming- 
way, general agent Connecticut Mutual 
Life, Pittsburgh. 

Legislative Activities, H. L. Smith, sec- 
retary. 

Membership Activity, E. H. Schaeffer, 
past president. 

Reports From Local Associations, Al- 
lentown, Altoona, Erie, Harrisburg, Phil- 
adelphia, Pittsburgh, Reading, Scranton, 
Wilkes-Barre, Williamsport, York. 

12:30 P. M—LUNCHEON 

Fraternal Round Table Conference 

Auspices Pennsylvania Fraternal Con- 
egress. 

Introduction of Speakers, Allen P. Cox, 
president Pennsylvania Fraternal Con- 
gress, supreme secretary Artisans Or- 
der of Mutual Protection. 

Speakers: 

“Fraternal Accomplishments,” T. E. 
Walters, first vice-president Pennsyl- 
vania Fraternal Congress; general man- 
ager Junior O. U. A. M. 

“Outstanding Factors in Fraternal In- 
surance,” Fred A. Service, second vice- 
president Pennsylvania Fraternal Con- 
gress, supreme solicitor Protected Home 
Circle. 

“Prospective Legislation,” F. M. Speak- 
man, consulting actuary, chairman legis- 
lative committee Pennsylvania Fraternal 
Congress. 

“Women’s Place in Fraternal Activi- 


Juncheon, 








Effective for Equitable 


| 








Visual sales manuals to supplement 
the work of old and new life insurance 
salesnien have proven highly successful 
as a saies builder, E. E. Cooper, field 
supervisor for Equitable Life of Iowa, 
told the north central round table con- 
ference of Life Advertisers Association 
in Des Moines. As constructed by the 
Equitable of Iowa, the plan assists 
the agent in visualizing by illustrations 
the particular phase of life insurance 
protection he is trying to interest the 
prospect in buying, Mr. Cooper said, 
Through the medium of these organized 
sales presentations, the new agent can 
be taught what to say and when to say 
it; also what to do and when to do it, 
Mr. Cooper said. Supplementing the 
manual and used in connection with it, 
the company sent to all agents a series 
of 22 direct mail letters, covering every 
form of life insurance protection. All of 
these letters carry illustrations and sev- 
eral of them are four-page folders with 
the entire inside an illustration in roto- 
gravure. These letters not only assist 
the new agent in obtaining interviews 
and planning his work, but assist all 
_ in writing business, Mr. Cooper 
said. 

Out of 224,171 letters sent out, 6,679 
applications have been written for a to- 
tal of $20,385,199 of insurance. Thus 
the result has been 4.21 percent. The 
average size application has been $3,052 
and the amount of insurance written for 
each letter has been $128. 

On one package sales presentation for 
which visual equipment had been pre- 
sented, a one-day campaign resulted in 
over 1,200 applications for over $2,000,- 
000 of business, Mr. Cooper declared. 








ties,” Mrs. Itasca L. Young, director Su- 
preme Forest Woodmen Circle. 
1 P. M—LUNCHEON 
Under Direction of Pennsylvania State 
Association of Life Underwriters 

Chairman, Lee D. Hemingway, Pitts- 
burgh, president Pennsylvania Associa- 
tion of Life Underwriters. 

Guest speaker: 

“What to Do About It,” Vincent B. 
Coffin, superintendent of agencies Con- 
necticut Mutual Life. 


Events of the First Session 


The meeting proper will begin at a 

L May 24. E Schaeffer, 
Harrisburg manager of the Fidelity 
Mutual Life, general chairman and a 
member of the executive committee of 
the Pennsylvania Insurance Federation, 
will call the meeting to order. Rev. W. 
V. Mallalieu of Grace Methodist Epis- 
copal Church will give the invocation. 
Mr. Schaeffer will give the address of 
welcome and A. D. Beyer of Norris- 
town, president of the Pennsylvania In- 
surance Federation, will respond. The 
guest speakers will be W. W. Matthews. 
director of division of safety, department 
of revenue of Pennsylvania, who will 
talk on “Methods of Application and 
Practical Results of the Pennsylvania 
Financial Responsibility Law” and Act- 
ing Insurance Commissioner C. H. Graf 
will tell something about the work o! 
the department. Then there will be 2 
half hour devoted to topics relating to 
the federation. 


Program for the Evening 


In the evening there will be a tour 
of inspection of the “Forum” in the 
State Education building and a descrip- 
tive lecture by Dr. C. V. Kirby, director 
of art of the state. Dr. C. F. Hoban. 
curator, will conduct a tour of inspec- 
tion and give a talk on the Pennsy!- 
vania state museum. There will be 4 
general session on Friday afternoot 
when Dr. S. L. Krebs, lecturer of New 
York City, will talk on “The Big Seve" 
of Insurance Values and Salesmanship 
On Friday morning there will be 4 
breakfast conference with President 
Beyer of the federation in charge an 
the speaker will be Henry Swift Ives 
of the Association of Casualty & SuretY 
Executives, who will talk on “State I= 
surance Supervision.” 


Visual Selling Proves 1: 
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Many Records Established 


in Campaign for Parkinson 


PRESIDENT IS CHICAGO GUEST 





Agents and Units in Equitable of New 
York’s Central Department 
Wind Up Drive 





Thomas I. Parkinson, president of the 
Equitable Life of New York, was guest 
of Chicago managers of that company 
at luncheon, the culmination of a “Par 


for Parkinson” campaign waged in 
April. There were 450 Chicago “Par” 
agents, presidential delegates and 


agency managers of the middle west in 
attendance. The requirement of a 
“Par” agent was five or more for- 
warded applications. 

This campaign was the most success- 
ful every conducted in the middle west 
by the Equitable, 11,332 applications for 
$33,791,793 business being secured, an 
increase of 16 percent in applications 
and 20 percent in volume over the pre- 
vious year’s record. There were 1,111 
agents, or 37 percent of the field force 
in the middle west who forwarded five 
or more applications each during the 
month. 

Average 4.85 Applications 


In the department 2,333 agents had 
an average of 4.85 applications, com- 
pared with 3.16 per agent in the Park- 
inson campaign of April, 1933. Increase 
in applications was 1,572, in 
$5,505,445, in number of “par” agents 
301 and in number of agents scoring 
754, 

Mr. 
attending upon their outstanding per- 
formance and pointed to the very defi- 
nite and high regard which the insti- 
tution of life insurance has attained in 
the national welfare, especially its bene- 
ficial effect in the last few years and 
its positive position in national recon- 
struction. 

He also attended a dinner at which 
only “honor” agents and _ assistant 
agency managers were present. 

He gave inspirational talks pointing 
out the great possibilities for hard work- 
ers in life insurance this year.. He dis- 
cussed briefly the railway bond situa- 
tion, which he feels is much better. He 
said railway bonds are too dear to buy 
now, but this fact sustains the judg- 
ment of many companies in. carrving 
these in their portfolios. 


s 


Outstanding Records Made 


A. L. Spooner of the M. C. Nelson 
agency, Des Moines, won the title “par 
excellence” unit manager and H. M. 
Carlsen of the agency that of “par ex- 
cellence”’ agent. Mr. Spooner’s unit 
won for the third successive year, sub- 
mitting 471 applications, with 452 on 
binders, average application per agent 
11.8, average binder application 11.3, 
volume $532,179, joint cases 92. He 
Started the drive with 40 agents, scor- 
ing all the first day. All the agents se- 
cured five applications and four new 
agents signed up in April also wrote 
five each. There were 45 in new organ- 
izations. Paid for business was $295,- 
105. Mr. Spooner wrote 93 applications, 
of which 92 were jointly with agents, 
and his personal volume was $108,500. 

Mr. Carlsen set a quota of 75 ap- 
plications in honor of the company’s 
diamond anniversary, and secured 77, 
all on binder, for $146,212 volume. He 
drove over 2,600 miles in the month 
to secure the business. Total written 
Premiums were $4,776 and he paid for 
43 cases for $74,693 in April. 


Other Results in Campaign j 


W. L. Gottschall, unit manager Chi- 
cago, led the units there with 153 ap- 
Plications on binders for $472,244, an 
average of 464 applications per agent. 

The A. M. Embry agency, Kansas 
City, led in volume with $3,703,713. The 


, R. M. Ryan agency was next with $2,- 
425,126; A. B. Shea agency $2,300,045; 
S. D. Krueger, St. Paul, $2,069,851; M. 
C. Nelson, Des Moines, $2,714,532; H. 

Berls agency, Chicago, $2,226,222; 
Homer Jamison agency, Oklahoma 
City, $1,508,235; E. C. Carson, Mil- 
waukee, $1,499,829; S. Lustgarten, Chi- 
cago, $1,467,394; L. H. Kellogg agency, 
Chicago, $1,228,036; H. A. Chipman 
$1216,174; Herman Moss agency $1,121,- 
218; H. L. Rogers agency $1,391,826; 
M. A. Nelson agency $1,074,002. 

L. F. Duax of the Carson agency, 
Milwaukee, placed second with 35 ap- 
plications on binders for $91,675, C. L. 
Hansen of the Krueger agency third 
with 48% applications for $89,661. The 
J. K. Taylor unit of the Jamison agency, 
Oklahoma City, was second unit with 
83 percent of agents scoring five ap- 
plications, 230 forwarded applications, 
of which 138 were on binder, volume 
$560,478, and average app per agent 
9.58. The Lee Wandling unit of the 
Embry agency was third with applied 
for volume $588,618 in 215% applica- 
tions, or an average of 7.44 apps per 
agent. 

The Nelson agency of Des Moines 
forwarded 1,527 applications, an average 
of 8.25 per agent, and had 122 “par” 
agents and nine “par” units. 





Subject Matter of Parley 
in N. Y. Is Not Disclosed 





AGENTS, COMPANY MEN TALK 





Other Conferences to Be Held Between 
Committees of Head Office Officials 
and Field Men 





NEW YORK, May 17—While in- 
formation as to what went on at the 
conference here last week between rep- 
resentatives of the National Association 
of Life Underwriters and the Life In- 
surance Sales Research Bureau was 
withheld pending more definite future 
developments, it is understood that this 
more or less informal gathering proved 
its value sufficiently to warrant a de- 
cision to hold further similar meetings. 
What progress, if any, was made to- 
ward setting up permanent conference 
machinery between the agents and the 
agency officers could not be learned. 
However, the decision to hold further 
conferences would seem to be in this di- 
rection. 

Explaining the reasons for not being 
more explicit about the proceedings at 








last week’s conference, President C. 
Vivian Anderson of the National asso- 
ciation intimated that at the present 
Stage publicity might serve to hamper 
rather than aid the work of the two 
committees. 

Beside Mr. Anderson representatives 
of the National association included T. 
M. Riehle, ranking vice-president; J. S. 
Myrick, past president; and R. B. Hull, 
managing director and general counsel. 
The company men were members of the 
bureau’s executive committee, includ- 
ing J. M. Holcombe, Jr., manager of 
the bureau; M. A. Linton, president 
Provident Mutual; W. W. Jaeger, vice- 
president Bankers Life of Iowa; and E. 
B. Stevenson, Jr., vice-president Na- 
tional Life & Accident. 


President Wills’ Views 

W. R. Wills, president National Life 
& Accident, on return from a visit to 
southern territory states that he was 
deeply impressed with the way the com- 
pany’s business is growing. Some weeks 
ago he completed a western trip and 
later on he will go through northern 
territory. He said there is far more co- 
operation than ever before between all 
agencies. He predicts that 1934 will be 
another record year of growth with the 
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The Ideal Formula assumes that—THROUGH A SKILLFUL “SALE-OF- 
THE-INTERVIEW”—Sixty per cent (a little over half) of the twenty 
NEW names provided each week—can be converted into “appointments,” 
the prospect promising to listen, now or later, to a most interesting story for 
about thirty minutes. 


Even “green” men have little difficulty getting 12 appointments out of each 
20 NEW names—using a habit interview-sale into which we have packed a 


Hence the 20—12: twenty NEW names, twelve appointments—every week. 
The plan makes it possible to get both—easily, naturally. 


Interested? Then write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 


BREAKS 
XE— 


The Minnesota Mutual Organized Plan is basically a “Two-Call” proposition 
—though some of the boys prefer the one call method, and it will work either 
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Companies Handling Single 
Premiums With Great Care 





CHANCE FOR EMBEZZLEMENT 





Big Growth in Field Brings Practice of 
Making Collections Through 
Banks to Avoid Loss 





The great increase in sales of single 
premium annuities during the last four 
years has placed life companies face to 
face with the problem of how to trans- 
mit these large sums from the annuity 
applicant to the company. 

As the problem is a new one, it is 
doubtful whether any standard prac- 
tices have been worked out by most of 
the companies in this country, and in 
fact it is believed many smaller com- 
panies may not have experienced loss 
of such funds which would lead them to 
recognize the existence of the hazard. 


Banking Practices Apply 


Larger companies which have gone 
in more for annuity business, recognize 
that this is a branch having much to do 
with banking and should be handled 
similarly. Many of these companies 
refuse to deliver a single premium an- 
nuity to the applicant until it is paid 
for in cash. Probably most companies 
have some such rule, but the difficulty 
arises in accustoming the agency force 
to handling annuity business properly. 
It is recalled that investment houses 
similarly handle the sale of securities. 

The larger life companies protect 
themselves against placing any undue 
temptation in the way of agents by 
sending annuity contracts when issued 
to a correspondent bank in the appli- 
cant’s locality with draft attached. The 
bank has instructions not to deliver the 
contract until it gets the full premium. 
In larger centers it is possible to handle 
this collection step by sending out a 
home office representative, such as a 
cashier in a branch or agency. 


Premiums Often Very Large 


Single annuity premiums are fre- 
quently encountered nowadays of $20,- 
000 or more. Against this great temp- 
tation is the fact that few agents are 
adequately bonded, if at all. As a rule 
the general agent furnishes the com- 
pany a $5,000 bond, which of course is 
hopelessly inadequate in face of the 
large single sums which might be col- 
lected in individual cases by the gen- 
eral agent or one of his men. 

Common practice in the general 
agency system is for the agency con- 
tract to run between the general agent 
and his sub-agents, so the general 
agent’s bond would apply on any losses, 
but some companies insist on the sub- 
agent’s contract being direct with the 
company, in which case the general 
agent’s bond would not apply. 

Discussed by Actuaries 


The subject was discussed at the May 
meeting of the Chicago Actuarial Club. 
One actuary cited the case of an agent 
who was sent a single premium annuity 
contract carrying a premium of approxi- 
mately $25,000, with specific instructions 
not to deliver until he got all the 
money. Accustomed to the time ac- 
commodation in agricultural communi- 
ties, this agent accepted a note settle- 
ment from his applicant. The com- 
pany found itself on the risk with no 
cash. The officers were much per- 
turbed for a month or more and moved 
heaven and earth to get the money, 
finally doing so. 

It is essential that the company re- 
ceive the entire single premium as soon 
as the annuity goes in effect, for the 
rates are based on earnings on the en- 
tire fund for the full period. Therefore 
failure to invest the sum immediately 
may result in an unprofitable risk. At 
the 4% percent net earning rate com- 
mon today, the interest loss is about 12 
cents a day per $1,000 of premium. 

An illustration of the large sums of 





Life Agents’ Remuneration 





Roy D. Harris of Greenfield, Mass., 
agent of the Connecticut General Life, 
in commenting on a recent contribution 
in THE NATIONAL UNDERWRITER entitled 
“The Agent Is the Goat,” written by 
a Milwaukee salesman, is very much 
‘concerned with the financial system of 
remunerating agents. He says: 

“Only today my manager told me I 
had been successful in the past and 
could be again. As a matter of fact my 
successful years were years when I ac- 
cumulated debt in order to keep going. 
Now I am suffering because of these 
successful years and this reflects upon 
my ability to sell. Solve my financial 
problem and I know I would be a bet- 
ter agent. 

“In order to be paid enough under 
commissions to live the first year in 
the business the agent has actually 
earned nearly twice this amount. I 
maintain it is the exceptional man who, 
say, has been a $2,500 man, can enter a 
new business and actually earn nearly 
$5,000 in order to be paid the $2,500 


needed to live. This holds true for 
other priced men. In the name of com- 
mon sense why should companies and 
general agents think they can take 
$2,500 men and expect them to earn 
nearly $5,000 in order to pay them the 
$2,500 needed to live the first year in 
this business. 

“T have been 10 years in the business, 
have been on my company’s honor roll 
every year except the first and the last, 
am a college graduate, have a college 
trained wife, did not speculate other 
than buy a home, have four sons and 
in other respects am, I believe, average. 

“In order to be successful I went into 
debt. Now I am trying to pay this 
debt, live within my earnings and am 
not successful. This is why I con- 
sider the present agents’ finance system 
wrong. I hope the agents will make 
themselves heard. If our National Life 
Underwriters Association is being domi- 
nated by the companies and the agency 
system, let’s clean house and not con- 
tinue to be ‘goats.’” 








Aggregate Sum Disability 
Verdicts Reversed by Court 





FRANKFORT, KY., May 17.—The 
Kentucky court of appeals reversed a 
judgment in favor of C. M. Preston in 
a $2,100 claim under a group policy 
disability contract with the Equitable 
Life of New York. The court held that 
the word “permanent” was intended to 
refer to a condition that in all proba- 
bility would continue for a long and 
indefinite period of time and carried the 
implication that a condition of complete 
disability might at some time in the fu- 
ture cease, and consequently judgment 
should not be given for the aggregate 
sum payable as the assured should be- 
protected in the event that total disa- 
bility ceased or in the event the instal- 
ments became payable to the beneficiary 
on the assured’s death. 

In another case brought by R. P. 
Cox against the Prudential the court 
held that the Estill county circuit court 
was in error in rendering a judgment 
of a single sum of $2,000 on a disability 
policy which entitled the company to 
make the payments in instalments. 








money that may be involved in a single 
case is the incident which occurred 
some months ago in Chicago when a 
man walked into an agency, opened a 
brief case and placed $100,000 in cash 
and $100,000°in certificates of deposit 
on the desk in payment for an annuity 
for which he then applied. 


Fee of Bank Very Small 


The method, of collecting through 
banks is simple and inexpensive. It is 
said the collection fee runs around 12 
cents per draft. It is a method recom- 
mended to all companies which have 
not established a foolproof system for 
handling large annuity premium pay- 
ments. 

The precautionary measure is less 
needed in the case of a premium on a 
deferred annuity, as the sum involved 
is less, although it may be several thou- 
sand dollars, and besides less moral haz- 
ard is involved. Whereas the agent who 
collects a $20,000 single premium is en- 
titled to commission only 3 percent or 
so, or $600, in case of a deferred an- 
nuity premium his commission is up- 
wards of 40 percent. There is there- 
fore, less incentive for the dishonest 
agent to embezzle in the latter case. 


Eastern Claim Conference Muster 


The Eastern Life Claim Conference 
met Wednesday at the office of the 
Provident Mutual in Philadelphia. This 
is an organization of eastern life com- 
pany claim men who get together a few 








times a year to discuss their problems. 











Pilot Life General Agent 
Honored by His Company 





R. O. (Jack) Browning, a leading 
general agent of the Pilot Life of 
Greensboro, N. C., was honor guest of 
the company at a surprise dinner party 
held in Burlngton, N. C., his home 
town. 

The gathering signalized the fact that 
he is the. first producer to qualify for 
the 1934 Pilot Club, winning a trip to 
Miami, Fla. next winter. 

High lights of this outstanding rec- 
ord, brought out by President E. C. 
Green, Agency Manager J. M. Waddell, 
A. W. McAlister, chairman of the 
board, and other home office speakers 
were: 

Seventeen years in the App-a-Week 
Club with an average of at least one 
application every week; member of the 
Pilot Club since 1920; charter member 
McAlister Clan, highest honor agency 
organization, ever since it was organized 
six years ago; president Pilot Club one 
year; first vice-president three years; 
second vice-president three years. 

Unusual is the low declination rate 
Mr. Browning has experienced through- 
out the years, typical of this being the 
1933 record in which the declinations 
amount to only one-tenth of 1 percent 
of the submitted volume. 


Byron K. Elliott Joins 
the John Hancock Mutual 


(CONTINUED FROM PAGE 1) 


cock Mutual Life. He is president also 
of the American Service Bureau that is 
connected with the American Life Con- 
vention. Judge Elliott is a graduate of 
Indiana University, class of ’20 and Har- 
vard Law School. He was chief deputy 
prosecutor in Indianapolis, served as as- 
sistant attorney general of the state and 
then was elected judge of the superior 
court of Indianapolis, resigning Oct. 1, 
1929, to accept his present position. As 
the chief administrative officer of the 
American Life Convention, he has come 
in contact with life insurance executives 
who have appreciated his superior ability 
and fine legal training. 





Denver Company Changes Hands 


J. C. Burger, Denver banker and 
president of the American Life of that 
city, has sold his interest in the life 
company to a group headed by F. A. 
Heath, a Denver investment man. 
Among those interested with Mr. Heath 
are C. W. Helser, San Francisco, for- 
mer vice-president and agency head of 
the West Coast Life. Mr. Heath is to 
become president. The company was 
organized in 1911 and operates in Colo- 
rado, Wyoming, New Mexico, Nebraska 
and Oklahoma. 





Illinois Department Now 
Checking All Statements 





EXAMINING CREW AT WORK 





Is Having a Digest Made for Each 
Company With Special Recom- 
mendations or Observations 





Special Deputy R. T. Nelson of the 
Illinois insurance department in a talk 
before the Illinois Association of Insur- 
ance Agents stated that Director Pal- 
mer decided on a new procedure so far 
as digesting annual statements is con- 
cerned. He called in a crew of exam- 
iners and had these men go over care- 
fully the statement of every company, 
checking up its assets, scrutinizing every 
item and then digesting each report. He 
said that Director Palmer ‘had given in- 
structions to each examiner looking into 
a company’s report to make recom- 
mendations if need be or any observa- 
tions of interest as to his findings. If 
perchance he felt that a company was 
skating on thin ice or its statement re- 
vealed some weakness or tendency of a 
dangerous nature it was to be called to 
the special attention of the director. In 
any case, if the statement revealed con- 
ditions that showed a company to be on 
dangerous ground then the investigator 
was to recommend whether a license 
should be granted or not. 

Mr. Nelson said that the department 
is endeavoring to protect policyholders 
far more than ever before. The depart- 
ment, he said, is determined to see to 
it that only companies are licensed that 
are worthy and so far as the Illinois 
laws are concerned they can comply 
with them from a financial standpoint. 
Mr. Nelson said that by having this 
investigation made the department 
a to protect Illinois people more 
fully. 


Materiality, Importance of 
Misrepresentations Shown 





A. A. McKinley, Chicago insurance 
attorney, addressed the Chicago Claim 
Association at its May meeting, the last 
of the present season, on “Materiality 
of Misrepresentation.” At the outset 
he defined a material fact as one which 
if disclosed would increase the premium 
charge or cause rejection of a risk. Al- 
though stating that the courts quite fre- 
quently use the terms interchangeably, 
he distinguished between a warranty, as 
covering something that is already past, 
and a condition precedent, guaranteeing 
the performance of something in the fu- 
ture, without which the policy does not 
take effect. 

In the latter connection he stressed 
especially the condition included in 
many policies that the policy must be 
delivered and accepted. while the ap- 
plicant is in good health. In a suit on 
a policy, he said, it is incumbent on the 
plaintiff to show that all conditions 
precedent have been complied with be- 
fore the suit has any real standing. 

He read a long line of decisions, 
mostly from Illinois but some from 
other states, upholding the companies 
on questions of misrepresentations an 
their materiality. Most of these were 
life insurance cases, but he said that the 
same. general principles are followed by 
the courts in respect to all other forms 
of insurance except marine insurance, 
and cited several cases to show that 
practically identical language is used 
in those decisions. att 

While the general trend of Illinois 
decisions has been rather favorable to 
the companies, he declared that the 
companies cannot afford to keep uP 
with the courts in many states, as they 
are now deciding cases, at the present 
rate of premium and if the flood of un- 
favorable cases continues, it will be 
necessary either to withdraw from those 
states or to raise rates. 
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Policy Loan Repayments in 
Great Increase This Year 





SEEN AS END OF FEAR ERA 





Aided by the Relieving of Pressure on 
Farm and City Home Owners 
Through Federal Loans 





Life company officials are amazed 
this vear at the rate of repayment of 
policy loans. The only reason which 
can be ascribed for this reaction is that 
business recovery has served to quiet 
fears about the future and loosened up 
hoardings of money. Business in most 
lines has not improved sufficiently to 
account for the phenomenon. 

One large company in April, it is re- 
ported, received repayment on 2,400 dif- 
ferent policy loans. Several general 
agents and agency managers state that 
they are receiving much more in loan 
repayments than they are sending out 
in loans. 

The Farm Credit Corporation and 
HOLC loans undoubtedly have played 
a part, serving to relieve pressure and 
affording greater latitude for putting 
the borrowers’ life policies on a sound 
footing. 

Trend Is Unusual 


It is an unusual experience for com- 
panies and agents to receive so many 
policy loan repayments. In flush times 
there were so many places to put the 
money to better advantage, and the 
policy loan interest was comparatively 
so low, that repayments on loans were 
not common. 

While there was a tremendous total 
of policy loans made in the depression 
years, this tendency was not so strong 
as was imagined by most life men. Re- 
view of the business in force in a num- 
ber of agencies shows a not unusually 
large proportion of policies bearing 
loans, and in fact many policies which 
never have been touched. 

It is true lapsation has been heavy 
in the last two or three years and elim- 
ination of policies carrying maximum 
loans has served to reduce the propor- 
tion of loaned policies to the total in 
force. 


Pacific States Is Mutualized 


Placed Under Operation of Colorado 
Insolvency Law—Old Officers 
Are Continued 








DENVER, May 17.—The Pacific 


‘States Life of California, whose head 


offices are here, has been brought under 
the provision of the Colorado insolvency 
act and mutualized by the policyholders, 
it was learned at the state insurance de- 
partment. This action followed the de- 
mand for operation of the insolvency act 
by Commissioner Jackson Cochrane who 
said a recent examination of the com- 
pany revealed its impaired condition was 
the result of frozen assets and ownership 
of real estate which had been acquired 
from other insurance companies that 
the Pacific States had absorbed in recent 
years. 
Mutualization Is Approved 


The stockholders May 7 approved the 
mutualization plan. Vernon was 
the head of the stock company. It is 
understood the policyholders May 8 
chose him and other officers to succeed 
ms in the mutualized company. 

The old board members also were re- 
named. 

Operation of the company, so far as 
its expenses are concerned, will remain 
under the control of Commissioner 
Cochrane during the period of the im- 
Pairment. Mr. Vernon could not be 
reached for a statement. The Colorado 
insolvency law, known as the “Cochrane 
insured insurance” measure, was enacted 
about a year a half ago at the request 
of Mr. Cochrane, and so far as is known 
this is the first case to call it into op- 
eration. 











New Officers Are Elected 
by Industrial Conference 








Peyton W. Jones, secretary-treasurer 
Bankers Health & Life, Macon, Ga., 
was elected president of the Industrial 
Insurers Conference at the mid-winter 
meeting of the executive committee in 
Atlanta, to fill the vacancy caused by 
the death of R. H. Dobbs of the In- 
dustrial Life & Health. George R. 
Kendall, president Washington Na- 
tional, vice-president of the conference, 
has been serving as acting president 
since Mr. Dobbs’ death. 


Drake in Line for Presidency 


Mr. Jones was elected chairman of 
the executive committee at the annual 
meeting last fall at French Lick. He 
had served as secretary-treasurer of the 
conference for several years and is re- 
garded as one of the “comers” among 
the younger executives in the organiza- 
tion. C. S. Drake, president Empire 
Life & Accident, Indianapolis, was 
elected chairman of the executive com- 
mittee to succeed Mr. Jones and is thus 
put in line for the presidency. 

Five places were suggested for the 
annual meeting and the executive com- 
mittee decided to submit them to the 
conference membership for a mail vote. 
They are Sedgeville, N. C., White Sul- 
phur Springs, W. Va., Sulphur Springs, 
Va., Signal Mountain, Tenn., and 
Miami, Fla. 


Brown Heads Des Moines Club 


C. E. Brown, state manager Mutual 
Life of New York, has been elected 
president of the Des Moines General 
Agents & Managers Club. James Clapp, 
Prudential, is vice-president, and LeRoy 
Secor, Great Western, elected secretary- 
treasurer for his seventh year in the 
office. 

J. H. Leaver, vice-president and sup- 
erintendent of agents Central Life of 
Iowa, was principal speaker at the 
meeting. 


Automatic Premium Loan Act 


The mandatory automatic premium 
loan act is now in effect in Rhode Island. 
A clause to cover the requirement may 
be attached to policies in the form of a 
rider or may be stamped on the con- 
tract. 


Commissioner McClain Spoke 

Commissioner H. E. McClain ad- 
dressed the Indianapolis Kiwanis Club 
Wednesday noon. He laid stress on 
how insurance in all its branches has 
weathered the depression and has con- 
tinued to function and serve policyhold- 
ers. He explained the purposes of the 
insurance department and the super- 
vision of companies under its jurisdic- 
tion. 


New York Life Wins Case 


The United State Supreme Court has 
denied an application for a review of a 
suit brought by Grace Ferrand of St. 
Louis against the New York Life in an 
endeavor to collect double indemnity for 
the death of her husband, E. C. Little, 
who jumped out of a window in the 
Montclair hotel, New York City, in 
June, 1929. Ferrand carried a $5,000 
policy that contained a double indem- 
nity provision. The eighth circuit court 
of appeals ruled in favor of the com- 
pany holding that Little’s death was 
self-destruction. 


Brooks Made General Agent 


Roy E. Brooks is announced by the 
Northwestern National Life as general 
agent at Princeton, Illinois. For the 
past eight years he has represented the 
Northwestern Mutual at Princeton as 
district agent. He will have several new 
counties in addition to the territory he 
formerly covered. In 1933 Mr. Brooks 
was president of the district agents as- 


















































sociation of the Northwestern Mutual. 





n the May magazines* 
Metropolitan advertising 
pays tribute to and con- 
gratulates the Field-Man 
who has learned the value 
of being a good listener as 
well as being a convincing 
talker. 


The interested, attentive 
listener is likely to get ac- 
curate information regard- 
ing his prospect's financial 
condition and his needs— 
an important factor in 
modern life insurance sell- 
ing. When the Field-Man 
has the necessary facts he 
will draw up a practical 
Life Insurance Program to 
meet the requirements of 
the particular case. 
*Business Week, Collier's, Cosmo- 


politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 
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Canada Life Assets 


The Canada Life has on deposit in the United 
States, for the benefit of its United States pol- 
icyholders, deposits in excess of the reserves 
required to cover all liabilities, invested in well 
selected and widely diversified securities as 
follows: 


Diversification—United States 
Assets 


Cash, Government, Government Guar- 
anteed and Municipal Bonds....... 29.85 


Electric Light & Power Companies’ 


I. sénne karte cbekasebinses bh ie 7.08 
Telephone Companies’ Bonds......... 5.22 
Other Utility Companies’ (Gas & 

NIE Niccceeucdscvivecexss Se 
Railway Bonds ............ ee ee 1.99 
Other Corporation Bonds........... .. 143 
Peofewed Beedhs 6.055060 s0sse0s00.5 BM 
ere ete ikewiae .20 
Loans on Real Estate................ 9.62 
Loans to Policyholders............... 15.31 

As at Dee. 31, 1983....6..055 00002 100.00% 


Canada Lite 


Assurance Company 
Established 1847 





45 Years in the United States 





Company’s Total Assets $226,000,000 















































































New Dual Income Policy 


Another sharp tool for Fidelity selling kits. 
Combines in one contract its famous “Income for 
Life” plan and the well-known Family Income plan 
to provide coverage of the broadest appeal. 


Issued with Disability 


May be issued with disability income of $10.00 
per month for each unit of “Income for Life” 
provided. With “Income for Life,” Family Income 
and the “Dual Income” policies, in addition to its 
popular Bridge-Builder and Fortifier plans, Fidel- 
ity agents can successfully meet the modern trend 
of insurance buying. 


Send for booklet, “The Company Back of the 
Contract” 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 

































More Companies Giving Up 
Big Conventions This Year 





OLD TIME RALLIES ON WANE 





Found Gatherings 
Became Too Expensiveand Ex- 
tensive—Disrupting in Effect 


Many Companies 





Each year more companies are decid- 
ing against holding big agency conven- 
tions. There is a distinct trend either 
in the direction of holding no conven- 


_ tion of any sort or in favor of three 
' or four regional meetings attended by 


a group of officials from the home of- 
fice. This tendency began to manifest 
itself two or three years ago but it has 
become more pronounced this year than 
ever before. 

Each year as what used to be the 
convention season approaches, THE 
NATIONAL UNDERWRITER addresses a let- 
ter to the companies asking when and 
where they intend to hold their conven- 
tions. The replies to this year’s letter 
have been especially interesting. Many 
companies, in replying, have not only 
announced their intention of holding no 
big agency convention but have given 
their reasons. A typical letter from 
one of the officials of a large eastern 
company says in part: “In former years 
it was the custom of this and other 
companies to have agency conventions 
at the home office at the expense of 
the company, but these meetings be- 
came so expensive and extensive that 
I think the companies generally have 
given them up. Agents are coming into 
the home office individually, as_ their 
needs may require, or representatives 
from the home office are visiting them, 
either individually or in connection with 
small regional get-together meetings. In 
this way there is constant contact and 
less ballyhoo. 


Better Use of Time 


“IT think most home office officials and 
general agents are glad to have these 
meetings given up and have the time 
given to preparation and clearing up of 
more pressing needs.” 

Another company executive in set- 
ting forth the reasons why this com- 
pany will not hold an agency conven- 
tion this year says in passing: “A day 
off is followed by a passing day” and 
goes on to contend that his company’s 
big agency conventions have been dis- 
rupting in their effect on the field boys. 
The agents have taken several days pre- 
paring for the trip, the convention has 
consumed anywhere from half a week to 
an entire week, and then it is common 
for an agent to take two or three days 
to get back into normal production 
again. This official says that no one 
should doubt the value of agents get- 
ting in touch with the home office offi- 
cials, but that this can be accomplished 
by visits on the part of the home of- 
fice officials either individually or in 
groups. 

A few years ago the companies began 
to abandon the idea of holding their 
conventions in far-away resorts or in 


' the form of long boat trips or in any 


other manner that might run up the 
expenses unduly. Conventions of this 
type became fewer in number for reas- 
ons of economy. After discontinuing 
them, companies began to weigh the 
results and now many are convinced 
that there are numerous disadvantages 
in connection with the large convention. 
The rather lively and unsolicited com- 
ments upon this question that came 
in response to THE NATIONAL UNDER- 
WRITER’s inquiry would indicate that it is 
a subject which is rather on the mind of 
life company officials generally, and that 
most companies are swinging away 
from the holding of the old time big 
agency rallies. 


M. W. Hulsey, agency director of the 
Illinois Bankers Life, has just com- 
pleted a tour of agencies in Missouri, 
Oklahoma, Kansas, and Texas. 














Many Agencies Showing 
Notable Gains in Sales 





(In the following the names of the 
managers are given, their territory. All 
comparisons are with like periods the 
year before.) 

H. A. Hedges, Kansas City, Mo., Equit- 
able Life of Iowa.—April paid gains 100 
percent; total $287,726. 

A. M. Embry, Kansas City, Mo., Equit- 
able Life of New York.—April paid gains 
48 percent; 992 applications; total 
$3,752,000. Four month gain 34 percent; 
total $5,254,000. 

M. E. O’Brien, Michigan, American Life 
of Detroit.—Four months’ total $1,707,- 
000, increase $1,102,000. 

J. H. Cowles, Los Angeles, Provident 
Mutual Life.—First quarter increase 16 
percent, April 10 percent. 

Claude Fisher, Des Moines, Connecti- 
cut Mutual Life.—April gain 100 percent. 

B. A. Wiedermann, San Antonio, Tex., 
Union Central Life—April paid more 
than $500,000. Best month since 1932. 

Wootton & Addison, Baltimore, Penn 
Mutual Life—April gain 150 percent; 
four month 74 percent. 

W. C. Temple, Texas, Ohio National 
Life——Four month gain 82 percent. 

H. C. Cross, Philadelphia, Prudential 
ordinary.—April total $638,000; 118 ap- 
plications. 

A. S. Doerr, San Antonio, Tex., South- 
land Life.—Four month paid increase 100 
percent.’ 

Edward A. Woods Co., Pittsburgh, 
Equitable Life of New York. Paid sales 
for April $2,544,296, a 50 percent increase. 
Four month gain 20 percent. 

0. D. Douglas, Texas, Lincoln National 
Life.—April total $1,115,000. 

E. W. Brailey, Cleveland, New Eng- 
land Mutual Life—Four month increase 
66 percent; April 63 percent ahead of 
March. 

A. W. Crary Company, North Dakota, 
Northwestern National Life.—April total 
$356,673; best month since June, 1933. 


J. W. Lawrence, Kansas City, Mo., 
Berkshire Life.—April gain 50 percent. 


H. W. Laffer, Northwestern Mutual, 
Wichita, Kan.—Gain of 55 percent for 
the first four months and 150 percent in 
April. Heavy increase every month since 
last September. 

A general improvement in Wisconsin 
and upper Michigan territory of the 
Mutual Life of New York is reported by 
Manager G. T. Vermillion, Milwaukee. 
Business in the iron and copper mining 
country of northern Michigan is par- 
ticularly good. April’s total of $882,000 
new paid insurance was the largest since 
March, 1931. In the first quarter there 
was an increase of 3855 applications, a 
57.5 percent gain in volume and loans 
and surrenders decreased about 35 per- 
cent. 


J. F. Collins in Charge of All 


Examinations in New York 





NEW YORK, May 17.—Appreciat- 
ing the benefits of having all examina- 
tions conducted under the general su- 
pervision of one official, Superintendent 
Van Schaick has appointed J. F. Col- 
lins a deputy superintendent and as- 
signed him to such work. Mr. Collins, 
whose headquarters are at Albany, has 
been connected with the department 
since 1920, serving as an examiner for 
ten years, following which he_ was 
named assistant chief of the fire com- 
panies bureau. 


Leslie Los Angeles Speaker 


H. D. Leslie, Los Angeles general 
agent Northwestern National Life, ad- 
dressed the Accident & Health Man- 
agers Club of Los Angeles on “An 
Agency Man’s Problems.” He gave 
some valuable advice and suggestions 
based on experience and careful study, 
for the benefit of agency managers in 
increasing the efficiency of their serv- 
ice, both to the public and to the mem- 
bers of their agency organizations, with 
constructive plans for attracting new 
men and providing for their effective 
education and training in insurance 
salesmanship. 
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Nearly Billion Written 
in New Business in 1933 





New life insurance written in Ohio 
in 1933 totaled $959,226,300. Of this 
$462,823,303 was ordinary, $319,833,815 
industrial, $172,863,384 group and $3,- 
705,798 assessment. Ordinary leaders 
in Ohio with over $5,000,000 new busi- 
ness in 1933 and their totals follow: 





Columbus Mutual ..ccesvcsces $ 5,349,765 
Midland Mutual ............. 6,464,284 
Gilo WAEOUEL | i ieccieesccicccs 5,845,329 
Union COMOEAE © <. 66 cc cceiwe nec os 11,387,859 
Western & Southern......... 14,524,859 
MUNG: RAMEN 9 0 0e sb 6 wie & 6: 60 6;6°S an 7,640,819 
Cann, GOWGPAd ccc ecilevicwees 5,147,466 
OO oo) A eee 5,797,759 
Equitable, N. Y.. 13,251,190 
Equitable, D. C.. 7,826,068 
John Hancock... -. 12,005,114 
Lincoln N@CIOMAL .. 6.000060 (a) 21,004,476 
Massachusetts Mut............ 12,337,209 
MGLLODOMEAN oc 6eicccevecinwecs 77,934,602 
Mutual Heneht 2... cccccscees 21,389,635 
Mutual Eie, Ni Viecceccscctee 14,215,900 
NOW COVE Ule. . .ecceucieaces 14,888,997 
Northwestern Mutual......... 13,661,200 
RB RENG ht Foo aaa aig cas a 50n 4.5: obra ees 65,750,339 
ROVING BEUE. evinces cewecs cee 5,409,066 
MUR WONCME aicicie ecole: o's ouraia-e.e/anein ,386,692 
mun Ele) Caw ce cc cccncaweacees 9,722,920 


(a) Includes reinsurance. 








Tubercular Claim Ring Is 
Uncovered by Investigator 





JERSEY CEPY, May 17—). Me 
Webb, vice-president Bankers National 
Life, reports that a ring of tubercular 
patients confined to sanitariums in Den- 
ver, which has mulcted life companies 
heavily the past five years, has been ex- 
posed and its activities brought to a halt. 

Mr. Webb said that the workings of 
this ring, which had been unusually ac- 
tive within the last year or two, were 
brought to light by the exhaustive work 
of J. H. O’Rourke, Jr., Philadelphia in- 
surance investigator, and his associates. 
d The ring was made up of young men 
formerly living and working in New 
York and other eastern cities who be- 
came tubercular and were referred to a 
Sanitarium in Denver. After their ac- 
tive tubercular condition was tempora- 
tily arrested the patients would return 
for a short time to an eastern city, as- 
sume an alias and through some ac- 
quaintance use fictitious business and 
residence addresses. Substantial amounts 
of life insurance with disability benefits 
would be secured and after the policies 
were issued and paid for, the patients 
would return to the sanitarium to await 
the expiration of the contestable period 
and then enter claims for disability. 





Employer Not an Agent 


FRANKFORT, KY., May 17.—lf an 
employe takes out group insurance 
through his employer and is over the 
age limit, the insurance company is not 
liable for claim if the employer did not 
report that the employe was over the 
age limit, according to the Kentucky 
court of appeals. The court held that 
an employer taking out insurance on 
Its employes could not be considered as 
an agent of the insurance company. 


Warns Against Moral Hazard 


ATLANTIC CITY, May 17.—W. J. 
Graham, vice-president of the Equitable 
Life of New York, spoke at the annual 
Insurance conference of the American 
Management Association of which he 
IS president. Mr. Graham warned 
against the moral hazard problem and 
cited its adverse effect on the total and 
Permanent disability feature in life in- 
surance, 


Sixth Year for Johnson 


PITTSBURGH, May 17.—The Hol- 
gar J. Johnson general agency of the 
Penn Mutual Life here celebrated its 
sixth anniversary with Vice-President 
Frank H. Davis, Malcolm Adam, assist- 
ant vice-president, and W. J. Probst, 
head of the salary deduction department, 
in attendance. 

Vice-President 


Davis congratulated 





Mr. Johnson on the achievements of 
his agency in having the biggest first 
quarter in paid production in the history 
of the organization. Mr. Davis declared 
that the improvement in general busi- 
ness conditions is reflected in the fact 
that many repayments of loans have 
been made by those who borrowed 
against life insurance policies during the 
depression. He also stated that the 
mortgage situation throughout the coun- 
try is showing material improvement. 

Mr. Adam told of the importance of 
proper beneficiary settlement under life 
insurance contracts. Mr. Probst com- 
mented on the growth of salary deduc- 
tion insurance. 


Company Now Mutualized 


The Shenandoah Life of Roanoke, Va., 
held its annual stockholders’ meeting 
last week and the mutualization plan 
was formally adopted. M. R. Speelman 
of Washington, D. C., and H. T. An- 
gell of Roanoke were added to the 
board, increasing the number to 21. 
President E. L. Trinkle stated that the 
mutualization plan had been approved by 
the Virginia corporation commission. 
He stated that it removes for all time 
any question as to the company’s per- 
manency. 





Pick Milwaukee Committees 
For the Agents’ Big Rally 





The lineup of committees in Milwau- 
kee to handle the various local features 
of the international convention of the 
National Association of Life Under- 
writers in that city Sept. 24-28 has been 
completed. 

Alvin Moser, supervisor for the Aetna 
Life, is general chairman of the ex- 
ecutive committee. K. W. Jacobs, gen- 
eral agent Connecticut Mutual, is gen- 
eral vice-chairman. A. A. Heald, gen- 
eral agent Provident Mutual, as na- 
tional executive committeeman, has an 
important part in the arrangements. 

Hughes, Mutual Benefit Life, 
is chairman of the finance committee; 
T. W. Melham, Central Life of Iowa, 
attendance and publicity; Ray H. Col- 
lins, supervisors; G. H. Young, Char- 
tered Life Underwriters; A. L. Saltz- 
stein, New England Mutual Life, gen- 
eral agents; Mr. Heald, hotel reserva- 
tions; V. M. Stamm, Northwestern 
Mutual Life, president’s reception and 
ball; E. L. Carson, Equitable Life of 
New York, entertainment; F. W. Engel, 
Franklin Life, exhibits; U. D. Ward, 
New York Life, special guests and in- 





vitations; L. E. Madden, Kansas City 
Life, transportation; P. H. Kremer, 
Massachusetts Mutual, convention ses- 
sions; S. J. Herzberg, Prudential, bank 
and trust company cooperation; F. J. 
Chandler, registrations; Mrs. Flora R. 
Dingwell, women; H. C. Rhyan, Guard- 
ian Life, golf; B. W. Reagles, Acacia 
Mutual, information; W. E. Quinn, Na- 


tional of Vermont, reception; T. H. 
Richey, Travelers, press, and S. J. 
Stevenson, National Guardian Life, 
printing. 


Announcement is made that the mil- 
lion dollar round table, breakfast and 
meeting will begin at 8 a. m., Wednes- 
day, Sept. 26. All agents who have 
paid for $1,000,000, exclusive of group, 
during the calendar year 1933, or in 
any company’s fiscal or club year end- 
ing in 1933 or 1934, or who are likely 
to do so in the 12 months ending not 
later than Sept. 5, are urged to com- 
municate with T. M. Scott, chairman 
of the round table, care of the Penn 
Mutual Life, 6th and Walnut streets, 
Philadelphia, Pa., so as to receive per- 
sonal invitations. In addition, those 
who have attended or qualified for three 
previous consecutive sessions are en- 
titled to attend, no matter what their 
production is now. 




















OPENINGS FOR FIELD MANAGERS 


IN THESE STATES 








UNMAN 


Pan-American Agencies 
Have These Advantages 
A full line of Modern Life In- 


surance Contracts, including An- 
nuities, Salary Deposit, Group 


and Wholesale Insurance. 
Low net-cost rates. 
Monthly income disability. 
Agency recruiting and 
plans. 


A positive-working Prospecting ser- 


vice. 


Effective sales illustrations 
other sales aids. 


Producers Clubs—Conventions. 
Established collection offices to aid 


policy renewals. 










training 


and 





appointments wi 
unit-manager plan. 


New Branches In 


IOWA, MISSOURI, ILLINOIS 
To Be Opened During 1934 


lowa, Missouri and Illinois, old strongholds of the Pan- 
American Life Insurance Company, are among the states 
of this company's domestic territory undergoing more 
intensive development this year. Managers will be ap- 
pointed in a number of cities of over 25,000 population 
in these states, with*Des Moines in lowa, St. Joseph and 
Joplin in Missouri and Peoria in Illinois as the principal 
cities in which openings exist. In Chicago a number of 
f be made under the Pan-American's 


The men who will fill these openings must be experi- 
enced personal producers, capable also of managing an 
agency, and the requirements are otherwise high. In re- 
turn, the Pan-American offers an unusual contract, with 
liberal development allowances in the early years to meet 


organization expenses, and the manager has benefit of 
this company's up-to-date recruiting, training, prospect- 


ing and sales aids to assist him in the establishment of his 
agency. A wide range of salable policies, including 
group, wholesale and salary deposit insurance—supple- 


mented by a complete line of annuities—all at low net- 


these new offices. 


cost rates, further assure the success of managers assigned 


Men between the ages of 25 and 45 fpr preferably 
married, able to finance themselves an 


not now under 


contract, are invited to rope these openings. Please 
give full information as to qualifications, experience, past 
performance and other pertinent questions in first letter, 


submitting photograph. 


Address Agency Inquiries To 


TED M. SIMMONS, Manager United States Agencies 


PAN-AMERICAN LIFE INSURANCE CO. 






NEW ORLEANS, U.S.A. 





CRAWFORD H. ELLIS, President 


EDWARD G. SIMMONS, Vice Pres. & Gen. Mér. 
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Reach the Lower Income Groups 


ONE interesting development as a re- 
sult of the depression as well, perhaps 
as a change in the social and political 
trends, is that some of the larger com- 
panies which have rather prided them- 
selves on the high average of the 
amounts of their policies are now reach- 
ing down into the lower income groups 
with a view to making their insurance 
available to the great masses of life in- 
surance buyers, and are interested in 
securing a greater proportion of the 
smaller policies. 

Some of the best companies have 
rather prided themselves on the high 
average of the face amounts of their 
policies written, both on the idea that 
their customers are from the most dis- 
criminating groups and that they are 
people of means. Their theory has been 
that they can declare larger dividends 
not only because they will experience a 
lower mortality in these groups but that 
the home office and other costs in han- 
dling large policies will be less than 
handling small ones. These companies 
face the danger of being considered 
rather in the field of investment trusts 
for the wealthy than of life insurance 
companies doing a general business with 
all classes who need that protection. 


It is a question whether all ordinary 
companies should not broaden their 
scope in this regard and also train their 
agents to go after the small risks. 
Changes are imminent in life agency 
field work. There is a growing feeling 
that ordinary companies are by no 
means as well organized as the indus- 
trial companies and that much time is 
wasted by many ordinary agents in 
making fewer calls per day than they 
should. The trend is more and more to- 
ward the elimination in some way of the 
agent who is not making a living in the 
business mainly because his efforts are 
not as well directed as they should be 
and that a greater control of their time 
is necessary. Figures have recently 
been prepared showing a startlingly 
small number of agents who are writ- 
ing as much even as $100,000 per year. 
In one company having 3,000 agents it 
was found that only about 200 men were 
writing over $100,000. The so-called 
prosperous risks have with the depres- 
sion become fewer in number and the 
need is now to put on a drive to con- 


tact the average salary and wage 
earner. This can only be done by a re- 
organization of methods in many 
agencies. 


Putting Confidence in the Sale 


BerorE a sale is made, whether it be 
insurance or not, the fact is deeply im- 
pressed on the agent’s mind. If he 
makes the approach in a half hearted, 
timid way, he has failed before he 
started. The agent who goes forth to 
conquer has a vision. He has some- 
thing to sell and he should be proud 
of it. He knows that it will give value 


received and that it is worth every dol- 
lar put into it. Then he must know 
how to adapt this contract to meet 
the special needs of a _ policyholder. 
Supreme confidence in what one is sell- 
ing, what is back of the contract and 
what it will do for the assured all tends 
to inspire confidence and that is a ma- 
terial part of the sale. 


Danger of Being Solidified ; 


Some persons are inflexible in their 
opinions. They never change their 
minds. They seem to think that any 


alteration of one’s opinion or fixed idea 
that he has formed indicates a weather 
vane policy. In these days of great flux 
and with rapidity of development the 
man who becomes solidified becomes 





merely a historical landmark. He has 
not kept abreast with his own genera- 
tion and its onward march. 


Dr. W. A. GRANVILLE of the WASHING- 
TON NATIONAL says that there is no such 
thing as idle gossip. Gossip is always most 
industrious, he said. 


PERSONAL SIDE OF BUSINESS 





W. D. Trabue, Jr., has now taken his 
new position as manager of the Fidelity 
Mutual Life at Nashville with offices in 
the Cotton States building. He succeeds 
Carter Witt, who died a few weeks ago 
after an attack of pneumonia. Mr. Tra- 
bue was formerly with the Nashville 
agency of the Pacific Mutual. 


More than 150 policyholders attended 
a party at the home of Tom O’Malley 
in LaGrange, Ill., celebrating his 20th 
anniversary with the Indianapolis Life. 
Vice-president A. L. Portteus was 
present representing the home office and 
made an address. Applications totaling 
$18,500 were presented to Mr. O’Malley 
by the policyholders. 


A. D. Hemphill, Equitable Life of 
New York agent at Hays, Kan., has 
paid for 97 cases and $263,941 of busi- 
ness since Jan. 1. He joined the com- 
pany last November. 


Sidney Wellbeloved of Williamson & 
Wellbeloved, general agents in Chicago 
for the Connecticut Mutual Life, has 
been elected president of the park 
board in his home town of Winnetka, 
Ill. He has served as a park commis- 
sioner there for a number of years and 
some time ago served a term as presi- 
dent. 


Mrs. Dora Alexander Talley and Mrs. 
M. E. Long, recently elected national 
president .and secretary respectively of 
the Woodmen Circle, were guests of 
honor of the Omaha chamber of com- 
merce at a luncheon given by the wo- 
men’s division. Mrs. Jeanie Willard, 
national vice-president, Denison, Tex., 
and President De E. Bradshaw of the 
Woodmen of the World were also 
guests. President Paul Martin of the 
chamber congratulated the new Wood- 
men Circle officers on their promotion. 


E. C. Anderson, educational director 
Connecticut Mutual Life, addressed the 
annual Southwestern Sales Managers 
Conference, sponsored by the Fort 
Worth (Tex.) Sales Managers Club on 
“Controlling the Salesman’s Time.” 


Members of the Oklahoma agency of 
the Travelers staged a complimentary 
one day’s meeting Saturday in Okla- 
homa City in celebration of the return 
to the office of D. R. Bonfoey, manager 
life and accident departments, who had 
been absent for nearly 18 months due 
to illness. He was presented with the 
largest week’s business in accident and 
life insurance produced during the year, 
exceeding any one previous week by 
33% percent. 


W. C. Ince, 76, former assistant secre- 
tary of the Bankers Life of Des Moines, 
died at his home following a stroke. He 
had been affiliated with the Bankers 
Life for 38 years until his retirement 18 
months ago. 


J. B. Duryea of San Francisco, for- 
mer life insurance general agent and 
author of a number of life insurance 
books that are ready sellers, was struck 
by automobile a couple of weeks ago 
and is confined to a hospital in his city. 


A. H. Ellis, who helped open up part 
of the midwestern territory for the Met- 
ropolitan Life, has just completed 40 
years as a life underwriter. For the last 
15 years he has been with the Bankers 
Life of Nebraska, and is connected with 
the R. C. Harriss agency at Omaha. One 
of his mementoes of early day pros- 
pecting is a letter from the Metropolitan 
president in 1924 congratulating him on 
writing the first $5,000 policy for the 
company in Kansas City. 


An unusual honor was recently confer- 
red on Mrs. Josephine S. Marty, one of 
the largest producers of the O. R. Frey 





Lincoln Agency of the Bankers Life of 








Nebraska. She was president of the Lin. 
coln Woman’s Club in 1924, and the 
originator of what is known as Mem- 
ory Garden, a miniature park with wind- 
ing footpaths, rose arbors, rock gardens, 
trees and shrubs, which lies just along. 
side a soldiers’ memorial drive. For her 
services in the matter a bronze plaque 
appropriately inscribed and dedicated to 
her was recently placed in the park with 
fitting ceremonials. 


Richard Learson, assistant actuary of 
the Western & Southern Life, suffered 
a broken leg and severe cuts and bruises 
when caught between twoparked automo- 
biles on a highway near Cincinnati Sun- 
day night. He had stopped because there 
was something wrong with his own car 
shortly before the accident occurred. He 
“ now in the Good Samaritan Hospital 
there. 


J. W. Armstrong, for 25 years with 
the Mutual Life of New York in In- 
diana, died recently. For the past six 
years he had been with the Indianap- 
olis office. 

Joe S. Maryman, who represents the 
Aetna Life in Little Rock and is one 
of the best known life insurance speak- 
ers in the country, addressed the agency 
convention and silver anniversary cele- 
bration of the Mid-Continent Life of 
Oklahoma City last Saturday. The day 
before he addressed the Missouri Life 
oe Association at Spring- 

e 


The body of Robert Cleland, 64, for 
many years a life insurance agent and 
broker, was found hanging in the ga- 
rage in the rear of the home of his 
daughter in St. Louis. He had been 
suffering from a neuralgic condition and 
was to undergo an operation within a 
few days. At the peak of his career 
Mr. Cleland was rated as a million dol- 
lar producer, but his written volume 
was far in excess of his final paid fig- 
ures. An unusual feature of his opera- 
tions was that he always traveled with 
a chauffeur although using only a me- 
dium priced automobile. 

For years he was with the old Inter- 
national Life of St. Louis and _ later 
placed the larger volume of his busi- 
ness with the Continental Life of St. 
Louis. 


Two Ohio National Life officers were 
the recipients of national honors con- 
ferred upon them by distinguished or- 
ganizations in the fields of religion and 
medicine during the past week. T. W. 
Appleby, president, was appointed to 
the book committee of the Methodist 
Episcopal Church. It is seldom that a 
layman is appointed to the committee. 
Dr. H. H. Shook, medical director, was 
elected a fellow of the American Col- 
lege of Physicians, for distinguished 
services in the field of internal medicine. 


Illinois Federation Officers 


At the annual meeting of the IIli- 
nois Insurance Federation held at 
Bloomington, W. O. Schilling of Chi- 
cago, manager of the United States Fi- 
delity & Guaranty, was elected presi- 
dent; W. P. Robertson, assistant west- 
ern. manager of the North America of 
Chicago, was made first vice-president. 
Isaac Miller Hamilton, president of the 
Federal Life, becomes a vice-president. 
On the board are Henry Abels, vice- 
president of the Franklin Life; Norris 
Bokum of Bokum & Dingle, Chicago, 
manager Massachusetts Mutual; A. 
Patterson, Chicago, general agent Penn 
Mutual Life; J. A. O. Preus, W. A. 
Alexander & Co., Chicago and N. P. 
Blanchard, Champaign, general agent 
State Mutual. On the executive com- 
mittee are Vice-president Henry Abels 
of the Franklin Life; H. A. Behrens, 
president Continental Assurance of 
Chicago, and Mr. Hamilton. 
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NEWS OF THE COMPANIES 





Sees Definite Trend Upward 





President Hall of the Lincoln National 
Life Tells Agents About Im- 
provement Noted 





Definite signs of national economic 
upturn are here and will continue, 
President A. F. Hall of the Lincoln Na- 
tional Life predicted in talking to field 
men over a nationwide telephone hook- 
up. He made his optimistic prediction 
after telling the salesmen that their 
business for the company in the first 
quarter was equal to the corresponding 
period of 1929. Further, Mr. Hall de- 
clared, “as of April 30; you men paid 
for 66 percent more new business than 
you did in the same period of 1933. My 
sincere congratulations and commenda- 
tions are extended to you.” 

“The company,” he said, “increased 
its surplus by $273,000 and its cash and 
marketable securities by $1,850,000 be- 
tween Dec. 31, 1933, and March 31, 1934. 
Cash premium income the first quarter 
has been exceeded only once or twice 
in our history. The demand for policy 
loans and surrenders shows a decrease 
of 60 percent and is again normal. In 
this period also was noted a 20 percent 
increase in interest collections on mort- 
gage loans. A similar improvement has 
been made in every other department 
of our business.” 


Lien Is 100 Percent 


In the contract by which the Standard 
Life of Jackson, Miss., takes over the 
defunct Independent Life of Nashville, 
there is a 100 percent lien on cash and 
surrender values. 


The Occidental Life of Los Angeles has 
been licensed in Oklahoma. 








Cleans up RFC, Bank Loans 


Gexeral American Life Makes Final 
Payment on $7,000,000 Missouri 
State Life Indebtedness 








The last payment of $728,047 on an 
assumed Reconstruction Finance Cor- 
poration and bank debt of the Missouri 
State Life for more than $7,000,000 was 
made by the General American Life of 
St. Louis, eight months to the day after 
the General American entered the in- 
surance field. The debt was assumed 
by the General American Life in Sep- 
tember and several months ago the 
a indebtedness of $1,718,117 was re- 
tired. 

President W. W. Head voiced his 
satisfaction with the progress made by 
the General American Life in its first 
eight months. “I have been particu- 
larly pleased,” he said, “with the re- 
sults of a recent sales campaign con- 
ducted by our company, which indi- 
cates to me a generally better economic 


condition. Our production during this 
campaign in Missouri was unusually 
satisfactory. 


“The responsiveness of our policy- 
holders and their renewed confidence 
is another encouraging factor. We have 
recognized from the outset that our 
first obligation is to safeguard the in- 
terest of the 250,000 ordinary life pol- 
icyholders of the Missouri State Life. 
This we pledged ourselves to do. Our 
program calls for the conservation of 
every dollar of resources of the old com- 
pany—future profits and earnings of 
which go to the old policyholders. If 
for no other reason we have retired this 
huge R. F. C. and bank debt as rapidly 
as possible.” 

In April, 445.7 percent as many ap- 











plications for reinstatement were han- 
dled as in October, 1933. The General 
American Life had paid 7,053 Missouri 
State Life claims for $7,173,624 up to 


ay 1. 

The General American has completed 
plans for expansion of its agency de- 
partment in the near future. “Our plans 
contemplate adding to our present large 
field force enough men to increase our 
field representation to 1,000 men in 
1934,” said J. J. Moriarty, vice-president 
in charge of agencies. 


Seek to Void Hercules Deal 


Petition Filed by Prominent Policy- 
holder of National of U S. A., to 
Reconsider Mutualization 








Action has been brought in the IIli- 
nois supreme court against the National 
Life, U. S. A., and the Hercules Life, 
which is operating the company under 
a management agreement, to void this 
contract and direct the trial court of 
Circuit Judge Lindsay, Chicago, to work 
out a mutualization plan. The action 
was filed in behalf of a policyholder, C. 
J. Bassler, by the Chicago law firm of 
Bippus, Rose & Burt. 


Attacks Trustee Function 


The decision cites a number of 
grounds for reversal, the main point 
being the claim that under Illinois in- 
surance and corporation laws a life 
company is not granted the right to act 
as a trustee, trust company or receiver 
for the court. Under the method of 
liquidating National Life, U. S. A., as- 
sets being carried out, these assets 
constitute a “National Life fund” which 
is administered by trustees, one being 
the receiver, another a representative 
of the Hercules Life and a third person 
selected by the other two. The fund 
consists of $45,000,000 to $55,000,000 of 
assets, it is claimed. The charge is 
that under this arrangement the Her- 
cules Life virtually is a court receiver. 















A second point is that there is no 
obligation on the part of the Hercules 
in regard to claims against the National 
Life of U. S. A. assets, the Hercules 
Life funds not being hazarded. It is 
claimed that individual policyholders 
had practically no choice but to accept 
the arrangement offered them, and that 
there would be required a very large 
group of policyholders to finance a run- 
ning audit and check on the administra- 
tion by the Hercules. 

Claim Interests Jeopardized 


The plaintif’s attorneys hold that it 
is inevitable under the present arrange- 
ment that in three to five years the 
cream of the segregated group of Na- 
tional Life of U. S. A. policyholders 
will be gone, there being permitted to 
the Hercules the right of rewriting 
these, and that instead of a live group 
there would remain a group of older, 
less medically sound policyholders. 

Another point raised is that the Her- 
cules Life has had handed over to it 
without giving any compensation to the 
National Life of U. S. A., a large organ- 
ized agency force which would require 
years to build. It was estimated by 
one of the attorneys for the plaintiff 
that the cost of building such a force 
would be not less than $1,500,000. 

Mr. Bassler entered the National Life 
of U. S. A.-Hercules Life negotiations 
several weeks before bids for the failed 
company were filed, his law firm filing 
an intervening petition. 

Policies as Baby Contest Prizes 


Sears, Roebuck has just announced in 
the spring supplement to its general 


catalogue a nation-wide baby contest 


with educational policies issued by the 
Hercules as prizes in addition to cash 


awards. The policies are known as the 


R. E. Wood college educational awards 
in honor of President Wood of Sears, 
Roebuck. They are paid up endowment 
policies maturing when the baby be- 
comes 18 years of age, naming parent 
or guardian as assured and the baby as 
beneficiary. The national prizes are: 
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THE RESULTS— 


Pacific Mutual production figures, for the first quarter of 1934 as 
compared to the first quarter of 1933, show gratifying increases, 
as follows: 
Life Department—Volume of 
ee 46%, 
Life Department—Volume of New 
I is nthe iA Sy Aide Vicod CeO 51% 


Non-Cancellable Income Insurance— 
Volume of New Premiums Paid.................... 49°, 


Accident Department (Commercial Division}— 
Volume of New Premiums Paid.................... 29%, 


THE REASON— 


Pacific Mutual facilities are ready and qualified to participate in 
the full benefits of national economic recovery. For instance: 


“THERE'S A PLAN THAT FITS" 

Participating and Non-participating 
Standard Life and Endowment Policies 
Guaranteed-rate, Minimum-cost Policies 
Retirement Income with Immediate Insurance 
Retirement Annuities and Life Annuities 
Family Income Protection 
Sub-standard Insurance 
"B5-way" Life Insurance (Accident, Sickness, Accidental Loss 

of Sight or Limb, Old Age and Death) 
Non-Cancellable Disability Income Protection 
Modern Accident Insurance for Men and Women 
Medical Expense Reimbursement Plans 


The 


Founded 1868 


acitic Mutual Lite 


Insurance Company srauremn 


GEORGE 1!.COCHRAN. presioent 
Home Office 


Los Angeles, California 


Assets 
Over $198,000,000 














































A Sincere Purpose 


There could be no more laudable aim than that 
of serving our territory as efficiently, as economically 
and as comprehensively as the science of insurance 
permits. 


COUNTRY LIFE OFFERS 
Security of the highest type. 





Low mortality resulting from 
careful risk selection. 


Low first premium cost. 


Policyholder participation in 
earnings and savings. 





jf We now have more than $57,000,000 in rors te 
All written in Illinois since Feb. 1, 1929 


*COUNTRY LIFE 


INSURANCE CoO. 
608 So. Dearborn St. 


CHICAGO, ILL. 





L. A. WILLIAMS 
General Manager 


























First prize, a $5,000 policy and $5,000 
cash; second, $3,000 policy and $1,000 
cash; third, $2,000 policy and $500 cash. 
The awards will be made about Oct. 15. 


Mitchell Now Conservator 
for Great Republic Life 


LOS ANGELES, May 17.—Commis- 
sioner Mitchell of California has taken 
over operation of the Great Republic Life 
of Los Angeles following his appoint- 
ment by Judge E. H. Wilson as official 
conservator. His announcement says 
policyholders are well protected and 
present indications are that they will 
suffer no losses. 

The appointment of a conservator was 
brought about by the frozen condition 
of some of the company’s assets and 
according to J. L. Maritzen, deputy com- 
missioner in charge, both the officials 
of the company and the insurance de- 
partment agreed that the best interests 
of all concerned would be served by 
such action. At the present time there 
is no question of liquidation of the com- 
pany, as the department is proceeding 
with plans for rehabilitation. For the 
past six weeks the state has been im- 
pounding funds received at the com- 
pany’s offices. 


Acts Against Mutual Benefits 


Since the first of the year, the follow- 
ing mutual benefit concerns in Illinois 
have been placed in receivership: Con- 
solidated Benevolent Association, Rob- 
inson, Crawford County Mutual Relief 
Association, Robinson, Standard Mutual, 
Shelbyville, United American Benefit 
Association, Willow Hill. 

The following associations have been 
referred to the attorney-general since 
that time: Alpha Mutual Benefit Asso- 
ciation, Springfield, Liberty Benefit As- 
sociation, Oak Park, New Douglas 
County Mutual Benefit Association, Sul- 
livan, St. Francisville Mutual Union, St. 
Francisville, University Mutual Benefit 
Association, Champaign. 

Amended petitions have been filed 
against the Pope County Mutual Relief 
Association, Golconda, and the Gallatin 
County Mutual Relief Association, 
Shawneetown. 











Rule on Receivership Action 


FRANKFORT, KY., May 17.—The 
Kentucky court of appeals has held that 
the right to seek receivership of an in- 
surance company is vestéd solely in the 
state insurance commissioner. The de- 
cision grew out of a suit brought 
against the American Life & Accident 
by policyholders seeking a judgment of 
$800,000 through an order for receiver- 
ship. The Fayette county circuit court 
decision in favor of the company was 
sustained by the court of appeals. 





Olympic Mutual in Operation 


Offices of the Olympic Mutual Life, 
which qualified by depositing $25,000 
with the Washington department, have 
_ opened at 807 Fourth avenue, Seat- 
fre. 

B. R. Bays, formerly president of the 
Service Life of Lincoln, Neb., heads the 
new company. Paul Sandifur is vice- 
president; A. C. Kuse, secretary; M. 
Ramsey, treasurer, and J. A. Zimmer- 
man, assistant secretary. 

Mr. Bays entered life insurance in 
1919 as secretary of the Liberty Life of 
Topeka, following four years with the 
Nebraska department. Subsequently he 
helped organize the Hawkeye Life, Des 
Moines, and the Mountain States Life 
of Colorado. He became president of 
the Service Life in 1923, which position 
he held up to about a year ago. 





Celebrate 25th Anniversary 


OKLAHOMA CITY, May 17.— 
More than 150 agents attended the sil- 
ver anniversary celebration of the Mid- 
Continent Life. Secretary R. W. Reese 
was honored as the only official who 
was with the company when it was or- 








Read, Vice-president 
and Joe E. Maryman, Aetna Life, Lit- 
tle Rock, Ark. 


Williams Heads Federal Union 


CINCINNATI, May 17.—C. C. Wil- 
liams, safety director of Columbus, 
has resigned his position to accept the 
presidency of the Federal Union Life 
of Cincinnati, to succeed Frank M, 
Peters, who died last week. His resig- 
nation as safety director takes effect 
June 1. Mr. Williams has been a vice- 
president of the company. 

Judge O. K. Jones, vice-president, has 
resigned, due to ill health, and is suc- 
ceeded by B. B. Quillen of Cincinnati, 
president of the Cincinnati Planer Com- 
pany. J. W. Knippling, formerly su- 
perintendent of agencies, now becomes 
vice-president and general superintend- 
ent of agencies. 

The Federal Union Life announces 
it has withdrawn from Pennsylvania 
and the Philadelphia agency in the 
Franklin Trust building in charge of 
David F. Warren has been discontinued. 





Prudential Officers on Coast 


A group of Prudential home office ex- 
ecutives composed of Col. Franklin 
D’Olier, vice-president; G. W. Munsick, 
vice-president; J. P. Mackin, second 
vice-president; B. H. Harris, assistant 
secretary; G. H. Chace, assistant secre- 
tary, and A. E. N. Gray, assistant sec- 
retary, participated in a meeting of ap- 
proximately 700 southern California 
agents in Los Angeles. Vice-president 
Mackin reported a marked gain in busi- 
ness. The Prudential officials are mak- 
ing a tour of the company’s western 
district and will visit the Pacific north- 
west, returning east via the Canadian 
route. 





Schafer in Los Angeles 


Henry Schafer, manager of general 
agencies John Hancock Mutual Life, 
was guest at an agency meeting held in 
Los Angeles by the H. G. Saul general 
agency. The principal speaker was 
George W. Ayers, former vice-president 
National Association of Life Under- 
writers, who discussed life ‘insurance 
salesmanship under present business 
conditions. 





Company Notes 


The Oregon Mutual Life has elected C. 
E. Gates, Seattle attorney and past presi- 
dent of the Seattle Chamber of Com- 
merce, a director. 

The Illinois Bankers Life has been 
licensed in Virginia. It recently took 
over the business of Our Home Life, 
which had a substantial amount of in- 
surance in force in that state. . 

The Hercules Life, newly organized 
Sears-Roebuck company, has been ad- 
mitted to the state of Washington. 





E. T. Dooley Runs Afoul 
of California Department 





The California department is holding 
up the application of a license for E. T. 
Dooley of Oakland. The San Francisco 
Life Underwriters Association submit- 
ted evidence of alleged twisting. The 
transcript of evidence against Mr. 
Dooley in his clash with the Ohio de- 
partment was secured. Superintendent 
Warner of Ohio refused him and _ his 
associates licenses after receiving com- 
plaints that they were twisting. Mr. 
Dooley and his associates brought suit 
in the court of common pleas at Colum- 
bus against Superintendent Warner, 
claiming that they should have been 
brought to court charged with a mis- 
demeanor and convicted before the super- 
intendent could withhold their licenses. 
The court ruled otherwise and sustained 
the superintendent. It is this evidence 
that the San Francisco association se- 





ganized. Speakers included President 

















T. Stuart, Commissioner Jess 





cured. Mr. Dooley has been circulating 
a book condemning all other forms of 
insurance except term. 















Edwin Starkey, | 
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LIFE AGENCY CHANGES 
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Moore Succeeds Hackleman 





Appointed General Agent of Massachu- 
setts Mutual Life in Indianapolis— 
Well Known There 





Malcolm M. Moore has been appointed 
Indianapolis general agent of the Massa- 
chusetts Mutual Life, succeeding the 
late Ward H. Hackleman, who died re- 
cently. Mr. Moore has been connected 
with the company since April 6, 1917, 
out of which period he spent two years 
in the United States navy in the world 
war. From 1912 to 1917 he was with 
the Indianapolis agency of the State 
Mutual Life, the two connections com- 
prising his life insurance experience. 

The Indianapolis agency of the 
Massaachusetts Mutual has been for 
many years one of the most important 
and successful life offices in the state. 
Mr. Moore is highly regarded by life 
men throughout the state. 


Chelsea Bailey 


The Union Central has established a 
new agency at Zanesville, O., with 
Chelsea Bailey as manager. Mr. Bailey 
was engaged in various enterprises be- 
fore entering life insurance, being sales 





promotion director for a steel company. 
He then became a life salesman in Cin- 
cinnati. He has been successful as a 
personal producer. 

Mr. Bailey has been with the Connec- 
ticut Mutual. 


M. G. Young 


M. G. Young, who was appointed 
general agent at Oklahoma City in Sep- 
tember, 1933, for the Ohio State Life, 
has been at the home office to complete 
plans for his becoming state manager. 


F. R. Means 


F. R. Means has been appointed as- 
sistant Oklahoma state manager of the 
Prudential, with headquarters in Okla- 
homa City, and will direct the com- 
pany’s ordinary life business in the west- 
ern half of the state. J. G. Lamb is state 
manager, with headquarters in Musk- 
ogee. 











Life Agency Notes 

The Sunset Mutual Life of Los Angeles 
has appointed Jack Benning general 
agent in northern California with offices 
at 420 Market street. 

Torger Espe has been named general 
agent at LaCrosse, Wis., for the Central 
Life of Iowa, succeeding C. C. Tucker, 
who has moved to Fond du Lac, Wis. 
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CONVENTIONS 





Norhwestern Mutual Rallies 





Thierbach at Kalamazoo Agency Gath- 
ering—Buckley Elected President of 
West Virginia Group 





KALAMAZOO, MICH., May 17.— 
Northwestern Mutual Life agents of 
southwestern Michigan attended a sales 
meeting here. R. T. Thierbach, assist- 
ant director of agencies, stressed pres- 
ent-day sales opportunities and _ the 
methods adapted to modern conditions. 
He pointed out that life insurance is 
receiving both public acceptance and 
public demand for the first time in its. 
history. Details of the company’s ad- 
vertising and sales promotion program 
were explained. He commended Michi- 
gan for its good showing so far this 
year. The Kalamazoo general agency, 
he said, has increased its production 85 
percent. 

W. R. Bryant, general agent, presided. 


BUCKLEY ELECTED IN WEST VA. 


WHEELING, W. VA., May 17.—G. 
B. Buckley, Parkersburg, was elected 
president of the West Virginia agents 
of the Northwestern Mutual Life in a 
two days’ convention here. He succeeds 

. J. Kersting of Clarksburg. Arch 
Bullard, Wheeling, was elected vice- 
president and George Case, secretary- 
treasurer. General Agent C. O. Law 
welcomed the gathering. Mr. Buckley 
talked on “Sales Fundamentals,” C. W. 
Arnold, Wellsville, O., on “Sales Ideas.” 
Other speakers were: D. D. Haltz, 
Huntington, and N. D. Phelps and J. T. 
Gallagher of the home office. 


Honor Cameron on Birthday 


The spring meeting of the Minnesota 
State agency of the Equitable Life of 
Iowa was held in Minneapolis in honor 
of the birthday of State Agent E. W. 
Cameron. E. E. Smith, agency secre- 
tary, was the chief speaker and pre- 
sented the congratulations of the home 
office on the agency’s record which 
showed a gain in April of 246 percent 
as compared with the same month a 
year ago. At the luncheon, Mr. Cam- 
€ron was presented with $292,000 of 
Submitted business. In addition to 
Minneapolis and St. Paul district agen- 
Cles, district agents and agency mem- 











bers were present from Duluth, St. 
Cloud, Fairmont and Rochester. 





Buckner at Coast Meeting 


At the New York Life’s agency meet- 
ing in Los Angeles President Thomas 
A. Buckner said that “it is evident on 
every side that general recovery has be- 
gun and that conditions appear to be 
getting progressively better.” 

Mr. Buckner said that the New York 
Life had shown an increase of 27 per- 
cent in volume for the first four months 
and the April increase was 60 percent. 

C. E. Bell, inspector of agencies for 
the southern Pacific district, presided. 


Mutual Benefit Kentucky Rally 


Kentucky agents of the Mutual Bene- 
fit Life attended a two-day session at 
Louisville. Prizes were presented to 
J. G. Weill, Owensboro, Ky., who has 
made at least one sale a week for 20 
years; W. I. Hall, Bowling Green, who 
made at least one sale a week for five 
years, and R. S. Wilson, Madisonville, 
Ky., who led all agents in the amount of 
insurance sold during the first quarter 
of 1934. 

G. F. Ream, H. A. Smith and Dr. 
David F. H. Stewart attended from the 
home office. Others from outside the 
state were J. F. Lee, Birmingham; L. 
W. Cherry, Nashville; A. S. Ingersoll 
and N. E. Anderson, Chicago. 


Connecticut General Meeting 


Elaborate plans are being made for 
the agency convention of the Connecti- 
cut General Life to be held at Lake 
Placid, N. Y., the week of June 25. 
Many of the agents will be accompanied 
by their wives. 








Grant at Indianapolis Meet 


INDIANAPOLIS, May 17.—At a 
sales meeting of the Business Men’s 
Assurance here it was announced that 
the Indiana branch under Manager F. 
W. Moller had an 80 percent increase 
in paid business for the first four 
months. President W. T. Grant pre- 
sided. 


J. L. Collins, superintendent of agen- 
cies California-Western State Life, has 
returned to the home office after visiting 
Amarillo, El Paso, Dallas, Houston and 
San Antonio, Tex. 














“Scranton Life! 


That's a Strong 
Conservative 
Company” 


OU hear this everywhere—and the 

reason for Scranton Life’s financial 
standing is because of its conservative 
business practices, and that it has always 
endeavored to be not one of the largest 
but one of the strongest. 


There is a personal interest element in its 
agency relations. Once a Scranton Life 
man, always one. 





Some exceptionally good territory open 
to enterprising agents 


FOR INFORMATION ADDRESS 


THE SCRANTON LIFE 


SCRANTON, PENNSYLVANIA 


WALTER P. STEVENS, President 
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CENTRAL 
LIFE 
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COMPANY 


ESTABLISHED 1899 





INDIANAPOLIS, INDIANA 


Remarkable opportunities for Managers and Pro- 
ducers in Illinois, Indiana, Michigan, Ohio, 
Missouri, Kansas, Oklahoma and Texas 
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What Is Life Insurance? 


—the greatest defense the ingenuity of man has been 
able to raise against his ancient enemy—poverty. 


—the most human of all business institutions. 


—a subject of interest to all because experience has 
taught the certain and enduring investment value of substan- 
tial life insurance. 


That Is Life Insurance 


This company, sturdy as the oak, carries on the high tradi- 
tions of Life Underwriting. If you are interested in the pro- 
fession you will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 








Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Assistance in the Field Home Office Co-operation 


GLOBE LIFE INSURANCE Co. 
POSE BARRY DIETZ OF ILLINOIS WM. J. ALEXANDER 


President Secretary 
An Old Line Legal Reserve Company—Established 1895 


39 Years of Continuous Faithful Service 
to Policyholders 








Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 


Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
Write Us Topay ror Particu.ars 


431 South Dearborn Street Chicago, Illinois 








€ NEW JERSEY NEW YORK @ 


INDUSTRIAL—INTERMEDIATE 
The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 


Ordinary — Group 


‘‘A Good Company To Represent 


e PENNSYLVANIA —Represent a Good Company’ connecticut ® 
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MRS. LAURA D. ROSEN’S TALK 


To the R. G. Engelsman agency of 
the Penn Mutual Life at New York has 
recently come a woman representative 
who is sustaining the ability reputation 
of an increasing number of women life 
agents. Mrs. Laura D. Rosen is her 
name. She has been a life agent only a 
few months, but already has gained full 
stride as a superlative salesman. At the 
third anniversary sales conference of 
John A. Stevenson’s women’s unit in 
Philadelphia Mrs. Rosen was prominent 
on the program. She described some 
of her experiences, and made it plain 
that her attitude was institutional, plac- 
ing the prospect’s wellbeing first and 
the commission next, with the frequent 
statement, “Whether you buy of me or 
of somebody else, get it! That is my 
chief concern.” 

Mrs. Rosen suggests to her women 
clients that when they come into posses- 
sion of money or have a sum to invest 
they think clearly and arrange a pro- 
gram where security is the big factor. 
This leads to an annuity or some sort 
of retirement income. In selling a re- 
tirement fund to young women she 
strikes real difficulties because girls of 
that age are not so interested in an in- 
come at age 50. They do not see how 
they are going to need anything of this 
nature at that time. She contrasted the 
safety of an insurance program with 
that of the general run of investments. 

In speaking further, she said: 

“Every kind of investment, every sort 
of security was sold to my family and 
to me. Such a thing as deficiency in 
income during my life was impossible. 
But the impossible happened. One 


AS SEEN FROM NEW YOR 


By R. B. MITCHELL 





es 


seemingly sure thing after another wa 
swept away, but the one all-importan 
security was never offered to us intell. 
gently. In fact, I was never approachej 
at all and really I was a good prospec, 
The men in our family were always buy. 
ing insurance to help an agent make, 
quota, or some such reason, but a clea 
picture of an insurance future was never 
outlined. The only idea that they had 
been sold was death insurance and not 
life insurance. Therefore, they never 3. 
tached any importance to this phase of 
their experience. This all due to incom. 
petent insurance agents. Surely, yoy 
and I never want to share in that re. 
sponsibility. My idea is that every per. 
son is a prospect, if not a direct pros. 
pect for buying, certainly a direct pros. 
pect for service, and I know, due to the 
enthusiasm and interest I feel for the 
advantages that life insurance offers, 
that I must inspire a corresponding note 
somewhere. It comes usually in the 
suggestion of a name or names where 
one of the ideas suggested it, and so one 
forms an endless chain and some of 
these cases must click. 

“Start out in the morning with en 
thusiasm. Don’t ever start out witha 
chip on your shoulder. There is no 
room, for you want to throw your shoul- 
ders back, and therefore cannot juggle 
a chip. Don’t say, ‘Here’s another day, 
but say ‘Here’s a new day. What have 
I got to put into it?” 

*x* * * 


The J. M. Fraser agency of_the Con- 
necticut Mutual Life in New York City 
aid for $1,331,557 in April, and for 
$4,098,332 for the first four months of 
the year. The March and April business 
was more than double that of the same 





period in 1933. 








As SEEN FROM CHICAGO 





WOLFF AND PALMER BANTER 


At the banquet of the Illinois Asso- 
ciation of Insurance Agents at Bloom- 
ington there was some airy persiflage 
exchanged between Allan I. Wolff of 
Chicago, president of the National As- 
sociation of Insurance Agents, and In- 
surance Director Ernest Palmer. Mr. 
Wolff in a passing remark stated that 
there was considerable gossip about the 
supposedly restrained relations between 
Mr. Palmer and D. R. McLennan of 
Marsh & McLennan of Chicago. He 
said that Mr. McLennan being a director 
of Montgomery Ward & Co., the Chi- 
cago mail order house, felt aggrieved that 
Mr. Palmer had directed the National 
Life, U. S. A., to Sears, Roebuck & Co. 
and left Montgomery Ward in the cold. 
Mr. Wolff stated that Mr. McLennan 
now demanded that Montgomery Ward 
& Co. get the Peoria Life. Mr. Palmer 





countered by saying that his endeavors 
had been centered on keeping the “steel” 
people from getting any of the life 
companies. 

* * * 
CLEARING HOUSE BRANCH RECORD 


With 70 applications secured in the 
three-month campaign in honor 0 
President Thomas A. Buckner, Law- 
rence Kaydan of the Clearing House 
branch led all New York Life agents 
in Chicago and heads the five honor 
delegates to the banquet May 31 in Chi- 
cago at which President Buckner will 
be guest of honor. James L. Martin 
of the branch, who succeeded the late 
E. E. Andrews, is also an honor dele- 
gate, having secured $203,300 business. 
During the campaign the Clearing 
House branch’s total was $1,772,583, 
28.9 percent over its allotment. Fred- 
erick Bruchholz is agency director. 








NEWS OF LIFE 


ASSOCIA TIONS 





Organized Selling Stressed 





E. W. Brailey Tells Detroit Group to 
Study Sales Methods of Other 


Businesses 





DETROIT, May 17.—Studying the 
methods of other lines of business was 
advocated as a means of improving the 
life agent’s sales presentation by E. W. 
Brailey, president of the Cleveland Life 
Underwriters Association, speaking be- 


fore the Qualified Life Underwriters 
here. 
Mr. Brailey discussed “Organizing 


the Sales Presentation” and stressed the 
importance of getting the requisite 

















background on the prospect and putting 


the benefits offered by the contract be- 
fore the prospect in suitable shape. Fear 
of the prospect is usually due to a lack 
of .information concerning him and his 
needs, coupled with a lack of the proper 
plan of action, said Mr. Brailey. The 
underwriter must give ideas to the pros- 
pect in exchange for his giving up his 
time to the agent. It is vital for the 
agent to anticipate the swing that the 
prospect is nearly sure to make from 4 
positive to a negative frame of mind 
during the interview and should be pre- 
pared to counteract it effectively. This 
point usually occurs as the interview ap- 
proaches the close. Confidence-inspit- 
ing data should be held in reserve for 
this critical point in the interview. 

An organized sales presentation con- 
sists of tested ideas and arguments af- 
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ranged in a logical sequence, Mr. Brai- 
ley explained. Such a_ presentation 


F should consist of six definite component 


parts: First, the approach; second, the 


presentation of the general idea; third, 
| appraisal of the prospect’s needs; fourth, 
' the recommendation for insurance to 
' cover these needs (it is at this point 


that the swing from positive to negative 


thinking on the part of the prospect 
' ysually occurs); fifth, confidence-creat- 
| ing data on the company, the agency 
» and the service rendered by insurance to 


offset the negative swing, and sixth, the 


close. 


P. Yort, Acacia Mutual, vice- 


q president in charge of agents, spoke 
briefly. 


* OK OK 


Wiedemann Is Missouri Head 





| State Association Holds Annual Meet- 


ing at Springfield—Maryman and 
O’Malley Speak 





SPRINGFIELD, MO., May 16.—At 
the annual meeting of the Missouri As- 
sociation of Life Underwriters here V. 
W. Wiedemann, Kansas City manager 
of the Sun Life of Canada, was elected 
president succeeding C. O. Fischer, 





Vv. W. WIEDEMANN 


Massachusetts Mutual Life general 
agent at St. Louis. 

Mr. Wiedemann has made an excel- 
lent record in association work and as 
an agency manager since he went to 
Kansas City 4% years ago from Seattle, 
Wash. He was at one time president 
of the Seattle association. He was first 
vice-president of the Missouri associa- 
tion the past year. 


Other Officers Elected 


Other officers elected are: George 
Hackman, Guardian Life, Jefferson City, 
first vice-president; O. R. McAtee, vice- 
president American Covenant Life, 
Springfield, second vice-president, and 
J. B. Callahan, manager Metropolitan at 
St. Louis, secretary-treasurer. Commit- 
tee chairmen are as follows: Member- 
ship, Frank R. Trotter, Mutual Life of 
New York, Kansas City; speakers, Clar- 
ence Poindexter, Northwestern Mutual, 
St. Louis; legislation, Mr. Hackman; 
education, Charles Lee, Metropolitan, 
Joplin; department of American family, 
Mr. McAtee, and new associations, 
Sam Utz, Mutual Life of New York, St. 
Joseph. 

Principal speakers were Joe Mary- 
man, Aetna Life, Little Rock, Ark., and 
R. E. O’Malley, superintendent of in- 
surance. 

The Springfield underwriters, headed 
by Mr. McAtee, were hosts to the con- 
vention. After the morning business 
meeting and luncheon, the afternoon 
Was turned over to golf. 

- Mr. Wiedemann contemplates strength- 
ening the association as much as pos- 
sible during the coming year with sev- 





eral developments. Outstanding agents 
will be furnished as speakers at local 
association meetings. 

The Missouri state association now 
has 750 members and has set its goal 
at 1,000. Prior to the formation of the 
state association a year ago there were 
only three local associations and now 
there are nine. 

George Hackman, chairman of the 
legislation committee, told how his 
group had succeeded in having life in- 
surance eliminated from purchases cov- 
ered by the state sales tax. 

Mr. Maryman warned against over- 
programming a prospect and advocated 
simplicity in presentation, so that the 
man approached will quickly realize the 
advantages to him of the policies being 
offered. He also held out against the 
selling of cash values rather than the 
real protection that life insurance af- 
fords. 

Superintendent O’Malley assured 
whole-hearted support to ‘a properly 
prepared agency qualification law for 
Missouri. He also requested coopera- 
tion in working out equitable solutions 
of various insurance problems in Mis- 
souri, 

* *K * 


Joint Meeting at Indianapolis 





E. A. Krueger Outlines Effective Selling 
Methods—Crumbaker and Storer 


Put on Demonstrations 





INDIANAPOLIS, May 17.—Three 
speakers featured the joint meeting of 
the Indianapolis Association of Life 
Underwriters and the local C. L. U. 
chapter. Emphasis was placed on cre- 
ative selling by E. A. Krueger, field 
service manager State Life of Indiana. 
Uncovering needs was sufficient often 
to get business in other days, he said, 
but the successful man today creates 
needs, so vividly that the prospect 
weighs his life insurance money against 
other attractive and necessary pur- 
chases. 

“Short commitments and_ smaller 
units are the rule and life insurance 
salesmen should fall in line with the 
general buying psychology, said Mr. 
Krueger. “Specialty selling and so- 
called package selling of life insurance 
are gaining great popularity because 
these methods get business. 


Standardized Plans Popular 


“Selected prospecting, use of pre-ap- 
proach mediums, circulars, etc., are 
found more generally essential and ef- 
fective. Standardized sales methods— 
approaches and openers, sales _ talks, 
closes—are growing in popularity. Many 
life underwriters concentrate on a few 
policy contracts or plans and perfect 
their prospecting and sales methods in 
those special lines. 

Mr. Krueger quoted figures to prove 
the effectiveness of “time control” plans 
or field systems. An organized, con- 
centrated working plan is the basis for 
nearly all the unusual sales records 
which continue to be made by life 
agents, he claimed. 

C. C. ,Crumbaker, special agent 
Northwestern Mutual Life, presented a 
timely demonstration on “You can buy 
a life insurance policy as advantage- 
ously at 50 or over as you bought in 
your 30’s.’ H. E. Storer, associate 
manager Bankers Life of Iowa, gave a 
sales demonstration, with diagrams, on 
“Your Family Income.” 


* * * 


Program Fixed for the Year 





Wichita Life Underwriters Association 
Announces Its Schedule of Events 
Up to March 





The Wichita (Kan.) Life Underwrit- 
ers Association, following its established 
practice, has announced its program for 
the entire fiscal year 1934-5. Each pro- 
gram is in charge of one or two agen- 
cies that are responsible for getting the 





The Five Star Annuity appeals 
today. Field men of THE LINCOLN 
NATIONAL LIFE INSURANCE 


COMPANY of Fort Wayne. 


Indiana, arouse in-= 





terest with this plan which pro- 
vides: Retirement income when 


wanted=life insuranee when 


needed = cash options = and 


preferred rates «© «« * * 





Connecticut General 
Specialties 


Guaranteed cost contracts. 
Family income trust agreements. 


Disability income and waiver of pre- 
mium. 


Salary Savings insurance. 


Retirement plans with or without life 
and disability insurance. 


Annuities of all kinds. 


Group and wholesale life, group accident 
and sickness insurance. 


Group retirement annuities. 


Accident insurance — especially reim- 
bursement forms. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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talent. There is a definite relationship 
or continuity of the steps in the selling 
topics. New features in the program 
are the two social evenings open to 
women. The programs and sponsors 
are as follows: 

April 14—Service of the Better Busi- 
ness Bureau, Ralph Hinman, speaker. 

April 28—Business Recovery under the 
New Deal, I. D. Harris, Jr., speaker. 

May 12—Know Your Business, Clayton 
Mammel, chairman, Farmers & Bankers. 

May 28—Special evening meeting, This 
Business of Ours, B. A. Hedges, chairman, 
Business Men’s Assurance. 

June 9—Learn How to Prospect, V. J. 
Pobrislo, chairman, Mutual Life of New 
York, and Delbert Roberts, Massachu- 
setts Mutual. 

June 23—Learn How to Approach, E. 
V. Reed, chairman, Union Central, and 
Cc. Ray Tyler, Provident Mutual. 

July—Picnic, C. A. Runyon, chairman, 
John Hancock Mutual. 

Sept. 8—Package Selling, John Kinche- 
loe, chairman, Connecticut Mutual. 


Sept. 22—Program Selling, Wilbur 
Loveland, chairman, Equitable Life of 
Iowa. 


Oct. 183—Life Insurance as an Aid to 
Credit, O. L. Hill, National Life of Ver- 
mont, responsible for speaker. 

Oct. 27—President’s meeting. 

Nov. 12—Special evening meeting, 





Learn to Make New Friends While Re- 
taining the Old, L. B. Brown, chairman, 
Travelers. 

Nov. 24—Employ Time Control, H. W. 


Laffer, chairman, Northwestern Mutual. { 
Dec. 8—Be Determined—Be Persistent, | 


Lem C. Swinney, chairman, Pacific Mu- 
tual, and Ralph K. Pfremmer, Aetna Life. 


Dec. 22—Christmas party, Lester 
Weatherwax, chairman, John Hancock 
Mutual. 


Jan. 12, 1935—Life Insurance Outlook 
for 1935, C. R. Weeks, chairman, Ameri- 
can Life, and Emil Elder, New York Life. 

Jan. 26—Get the Knack of Closing 
Sales, J. H. Jones, chairman, Equitable 
of New York, and Wayne Clover, Penn 
Mutual. 

Feb. 9—Open meeting. 

Feb. 23—Maintaining Proper Mental 
Attitude, Herbert Bamford, chairman, 
Midwest Life, and Clarence Hammond, 
North American. 

March 9—The Service of Industrial 
Life Insurance, R. G. Cunningham, chair- 
man, Metropolitan, and G. F. Mosher, 
Prudential. 

March 23—Selection of Risks, Geo. F. 
Bachman, chairman, Northwestern Na- 
tional. 

* * * 


St. Cloud, Minn.—O. J. Jerde of the 
State Teachers College spoke at the regu- 
lar luncheon meeting. 
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‘BUFFALO MUTUAL LIFE INSURANCE COMPANY* 


for the States of New York and Ohio 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old company... to start s agents. Write in 
confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 


BUFFALO. NW. 








1333 Majestic Bldg. 


Over Forty Years of Faithful Service 
T. F. NORRIS CO. 
REALTORS 


Specializing in Property Management 


DETROIT 


Cadillac 4925 











Program for Annual Meeting 
of the Illinois Association 


The annual meeting and sales con- 
gress of the Illinois’ Association of Life 
Underwriters will be held in Decatur, 
May 26, with President J. Hawley Wil- 
son of Peoria presiding. 

The first address will be by, Insur- 
ance Director Palmer of Illinois. He 
will be followed by C. Vivian Anderson 
of Cincinnati, president National Asso- 
ciation of Life Underwriters. In the 
afternoon John E. Cassidy, attorney of 
Peoria, will discuss the national recov- 
ery program and life insurance. He 
will be followed by R. H. Du Flon, sup- 
erintendent of agencies for the middle 
west district of the Metropolitan Life. 
The final speaker will be Louis Behr, 
who is associated with the Lustgarten 
agency in Chicago of the Equitable Life 
of New York. 

* 

Chicago—James G. Callahan, manager 
for the Metropolitan in St. Louis and 
past president of the St. Louis associa- 
tion, will speak May 24 on “Opportuni- 
ties and Responsibilities of a Successful 
Life Insurance Salesman Today.” Mr. 
Callahan has represented the Metropoli- 
tan many years, being manager in Bos- 
ton from 1920 to 1924 and manager in 
Connecticut until 1927, establishing a 
fine record. His St. Louis agency leads 
the country in the Metropolitan for aver- 
age per man of ordinary insurance 
placed. It is one of the company’s larg- 
est agencies. Mr. Callahan helped or- 
ganize the Missouri state association and 
is executive committeeman from St. Louis 
in the National association. 

* Kk ¥ 

Superior, Wis.—Frank Eling, New York 
Life, has been elected president and O. H. 
Brayton, Equitable Life, secretary. The 
association was recently organized and 
now has elected permanent officers. 

* Kk OK 

Galesburg, Ill.—Talks were made by J. 
Hawley Wilson, president Illinois asso- 
ciation, and William La Teer, president 
Peoria (Ill.) association. 

* * x 

New York State—All officers of the 
New York State association were re- 
elected at the annual meeting held in 
Rochester in conjunction with the an- 
nual sales congress. The officers are: 
President, Frank Wenner, Jr., Utica; 
vice-president, Clancy D. Connell, New 
York City; secretary -treasurer, Jack 
Wintsch, Syracuse. 

* *K 

Southwest Texas.—At the May meeting 
in San Antonio P. C. Creamer, South- 
western Life, was elected president; L. 
C. Lampe, Lincoln National Life, vice- 
president; and T. L. Smith, Northwestern 
National Life, secretary. 

* Ok 

Peoria, I11.—C. T. Wardwell, Connec- 
ticut Mutual, was elected president of 
the managers and general agents’ divi- 
sion of the Peoria association. S. S. 
Marshall, Prudential, is vice-president 
and C. E. Thompson, Connecticut Gen- 
eral, secretary. 

The annual meeting of the Peoria as- 
sociation will be held May 18. E. @C. 
Fisher, superintendent of the Peoria 
schools, will be the principal speaker. 

W. Ross has been nominated for 
president; C. W. Reuling, first vice-presi- 











dent; Dr. J. H. Pearce, second vice-presj. 
dent; C. E. Thompson, secretary; W. \, 
LaTeer, H. C. Portwood and G. C. Fan. 
ning, members executive committee. 





* "+ 
Colorado.—Paul S. Jolley, Travelers, 
Denver, who has been secretary-treas. 


urer the past year, has been named by 
the nominating committee for president, 
The election will be at the June meeting, 
Other nominees are: For vice-presidents, 
J. E. Robinson, Denver; A. P. Hart, Boul. 
der, and Janet Freed, Pueblo; secretary. 
treasurer, N. R. Whetsel, Denver; direc. 
tors, J. O. Andrews, E. L. Metcalfe, V. H 
Nelson and Dan Holland, all of Denver, 
* *K * 

MeCook, Neb.—Ivan Smith, genera] 
agent Bankers Life of Nebraska, has 
been elected president of the newly. 
organized McCook association. 

* *K * 

Milwaukee.—Roy L. Davis, 
of the Chicago association, 
“Meeting the Challenge.” 

* Ok * 

Seattle—A “fair practice form” has 
been prepared by the business conduct 


president 
spoke on 


committee, assisted by the executive 
committee, and is now ready for dis- 
tribution. It is expected to aid greatly 


in the solving of “twisting” problems. 

The form calls for a fairly complete 
analysis of any policy offered to a pros- 
pect which must be read or signed by 
the manager or general agent of the 
company issuing the policy or before 
any substitution is allowed. 

* * * 

Neenah-Menasha, Wis.—Life insurance 
should be made a requirement for the 
man about to be married, the same as the 
Wisconsin laws now require a physical 
examination before a license is issued, 
said Mayor William Campbell of Neenah 
at the May meeting. Complaint blanks 
are being distributed to policyholders to 
detect unethical practices in soliciting 
business. 

* * * 

Columbus, 0.—Roger B. Hull, manag- 
ing director National association, urged 
cooperation in the movement that is 
under way to restore prosperity to the 
nation. 

y * *K * 

Lansing, Mich.—G. D. Doud, Grand 
Rapids, author and instructor in insur- 
ance sales work, presented a short sales 
course covering ‘‘What Is Life Insur- 


ance?”, “Prospecting,” ‘Agents Renew- 
als,” and “Agents’ Personality.” 
* * * 
Suffolk, Va.—A new association has 


been formed here. Officers will be elected 
May 25. 
* Kk * 

Philadelphia—The May meeting was 
held on May 17. The speaker was R. 
B. Coolidge, assistant superintendent of 
agencies of the Aetna Life, who talked 
on “Selling Methods.” 





Travelers Men’s Club Organized 


The Boston district Travelers Men’s 
Club has been organized with A. J. 
Ellsworth as president. Other officers 
are H. W. Kennet, treasurer; G. 
Levesque, secretary. This is an organ- 
ization to take in all the male employes 
and agents of the Travelers in eastern 
Massachusetts. The salaried employes 
will have no vote. The principal ob- 
ject will be to promote better business 
understandings and to provide social en- 
tertainment. 





You Want— 


Agents of Gardish life 
enjoy these features to the 
fullest possible extent. 








Your Company Connections Should Be 
More Than Just An Agency Contract 


—a sound, conservative Company. 
—a Company which will not sell out nor reinsure. 
—pleasant relations with the Home Office staff. 

—Home Office Sales Co-operation. 
—and, of course, a liberal Agency Contract. 


For Information, write 
(use coupon at right.) 


Natbmnalz® 
G Insurance iain Jif 
Home Office, Madison, Wis. 
C. M. Kremer, Supt. of Agents 














To C. M. KreEMER 
Care National GuARDIAN LIFE 
Madison, Wisconsin 


Please send me details of your 
Agency Contract. 
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Managers’ Conference Held 





Massachusetts Forces Meet With Re- 
search Bureau Officers and Discuss 
Pertinent Problems 





Massachusetts general agents and 
managers met at Worcester, Mass., in 
a managers conference conducted by 
the Life Insurance Sales Research Bu- 
reau of Hartford, under the auspices of 
the Massachusetts Association of Life 
Underwriters. Arrangements were in 
the hands of a committee headed by G. 
H. Tracy, manager in Boston for the 
Fidelity Mutual Life. 

The meeting was led by John Mar- 
shall Holcombe, Jr., manager of the 
bureau, and H. G. Kenagy, assistant 
manager. At a dinner meeting the spe- 
cial speaker was George Kutcher, gen- 
eral agent in New York of the North- 
western Mutual Life. 


Question of Older Agents 


Mr. Holcombe started the meeting 
with a consideration of the subject 
“What To Do With Old Agents.” 
Among the phases of this topic which 
he spoke about were the value of ‘rou- 
tine and special analysis in group super- 
vision, the form these should take, the 
value of sales clinics and the effect of 
the manager’s personal leadership in 
motivating the agents. Turning to in- 
dividual methods as opposed to group 
methods, Mr. Holcombe discussed such 
questions as making prospecting a daily 
habit, improving sales presentation and 
the setting up of definite standards of 
performance. 

Mr. Kenagy then led the group on 
“How to Make Time and Effort Control 
Work.” He put such questions as 
“What is involved in a proper intro- 
duction of the plan to the agency?” 
and “Why have most efforts to use time 
and effort control failed?” and sought 
to seek answers to these which would 
prove helpful to all those present. 

The morning of the second day of 
the meeting was devoted to a round 
table discussion. After luncheon the 
final session met with Mr. Holcombe 
speaking on “Recruiting” and Mr. Ken- 
agy giving an outline of “Business-Get- 
ting Plans.” 


Training New Men Discussed 





Detroit Supervisors Hear View on Get- 
ting Agents Started Producing— 
Hanson Elected President 





DETROIT, May 17.—The best way 
to teach a new man to sell life insur- 
ance is to take him out into the field 
and demonstrate selling to him first 
hand, J. A. Hunter, Phoenix Mutual 
Supervisor, declared at the Detroit Life 
Insurance Supervisors Association’s May 
meeting. The meeting was given over 
to a symposium on getting the new 
man started producing. 

It is important for the supervisor to 
write some business himself so that the 
new agent will realize that he is not 
theorizing but is speaking from ex- 
perience and is teaching a system that 
is effective, he pointed out. Building 
morale and building production go hand 
in hand, he asserted. Thorough pre- 
planning is vitally necessary if the new 
agent is to gain confidence in his abil- 
Ity to produce, said Mr. Hunter. 


Outlines Travelers Plan 


_H. Q. Anderson, Travelers field as- 
sistant, outlined the training method of 
1S company, which believes fundamen- 
tally in individual rather than group 
‘raining, After a few days in the office 
to get acquainted with the organization 
and the company, the new agent is 
given a general idea of the method of 
Working and is given the first unit of 































































the training course to study. He is 
required to answer a series of questions 
on this unit to make sure that he 


Accident & Health 


Insurance for men and 


grasps it thoroughly, then he is taken S ° | ° 

into the field by a field assistant who pecia Service to 

goes through interviews with his pros- h = ld women — Always a 
pects while the new agent observes. the Fie men an liabl £3 
After several days of this, he is allowed d e reliable source of In- 
to go out on his own, consulting with every aay practice. come to the Field 


the assistant from time to time. He 
then usually has a number of questions 
to ask and has had some rebuffs. After 
discussing these problems carefully, the 
field assistant again spends some time 
with him in the field and explains the 


standardized method of keeping records 
and prospect cards. 

A. J. Hanson, New York Life agency 
organizer, who has been acting as tem- 
porary chairman of the association 


since its revival several months ago, 
was elected president and given author- 
ity to select additional officers. 


man. 


ICA 





Discuss Benevolent Societies ‘ m 
Pe cmt ig the May meeting of the The increasing de- 
Vebraska Life Agency Managers Asso- H Be 
ciation in Lincoln with 50 in attendance, mand for Juvenile In 
Attorney General Good said he was de- surance cannot be 
voting his time to driving out the so- ‘s 
called benevolent societies that have overlooked. We in- 
been promoted in the state in recent f niet 
months. He said: sure trom birth. 

“They are nothing more than rackets, 
the promoters chisel in on the territory 
of the legal insurance business, take a 
couple dollars apiece from 1,000 or so 
persons, elect some prominent men 
ont cage to — ——, -_ 
then skip with the accumulated funds ' i i" 
to practice the same fraud elsewhere. The Old Line Life Insurance Co. of America 
Life insurance is too important a thing : . ‘ 
to the average individual to allow its Milwaukee Wisconsin 
standing to be jeopardized by the black 
eye these promoters give it.” 

The association discussed legislation 
for the next session and instructed the 
legislative committee to formulate pro- 


nt ALADDIN’S LAMP af 
NEWS OF LIFE POLICIES ECLIPSED BY WASHTUB an 


A news item reports the death ef a woman in Oklahoma who 


Retirement Income. 
Life and Endowment 
Annuities at 50, 55, 
60 and 65. 


>A—-rronr 























New Policies, Premium Rates, Dividends, Surrender 





Values and all Changes in Policy Literature, Rate “took in washing” and did occasional housework so successfully 
Books, etc. Supplementing the “Unique Manual- that she was able to accumulate a well invested estate of $50,000. 
Digest,” pub! annually in May at $5.00 and the 

“Little Gem” published annually in March at $2.00 This incident should remind life underwriters that far too 











many women, especially widows, are compelled to eke out a pre- 
carious living in various unpleasant fields of endeavor. 
National Life of Vermont All honor to Oklahoma’s late great laundress. Her achieve- 
The National Life of Vermont an- ment, however, is unique, and not acceptabe even as a suggestion 
nounces an extension of opportunity for that a washtub can take the place of life insurance. 


life insurance to girls of a minimum age 
The Life Insurance Company 








of 10 years. Heretofore girls under 15 
were not insurable in the National, but 
hereafter the company will offer ordi- 








nary life and endowment forms of in- — 
surance on girls from 10 to 14 years, to Inc. 1871 of Virginia 
an amount not exceeding $5,000. Bradford H. 
"Walker RICHMOND, VIRGINIA 
President 








Northern Life, Seattle 

Providing for refunding of the cash 
surrender value instead of the face value 
in event of death, the Northern Life of 
Seattle is putting out a new retirement 
income policy. The policy matures at . 
ages 55, 60 and 65 and the insured has 
the option of selecting the year when Strong Progressive 


annuity payment will start. 











Indianapolis Life Are You Willing te WORK for « Company Which Is Willing to WORK with You? 

Page 708 of the Little Gem shows the 

1933 ratio of actual to expected mor- 

tality for the Indianapolis Life as 54.1. 

This is the complement and the true 
ratio is 45.9. 


Ohio State Life NogTH AM 


Page 396 of the 1934 Little Gem, West- 
ern Edition, shows interest payments 
for the Ohio State Life as 4.5 percent 
on policy proceeds and 4 percent on divi- E. S. ASHBROOK 

re: 














PAUL McNAMARA 








dends left with the company. Users of bs s 
the Little Gem should transpose these JOHN H. McNAMARA Vice-President 
figures to read 4 percent on policy pro- Founder 

ceeds and 4.5 on dividends. These in- 3 

Se OS Sa Sw ae NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 





page 707. 
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INSTITUTION 


ODAY, more than ever be- 
fore, the insuring public is in- 
vestigating the stability and se- 
curity behind the organizations in 


which they are insured. 


The A. O. U. W., a legal re- 
serve insurance organization, Is 
proud of its record of over 50 
years of progress. Regardless of 
wars, epidemics and business de- 
pressions, every promise to its 
policyholders has been carried out 
in full, with a steady gain in assets 
and insurance in force. 





THE MEASURE OF AN 


The A.0. U. W. of North Dakota 
Home Office: FARGO, NORTH DAKOTA 
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Good 
agents 
open for 
connection. 
Address 
Home 
Office, 
Waverly, 
Iowa 








Founded 1879 


Lutheran Mutual Aid Society 


All business issued and outstanding on legal reserves— 


Licensed in 26 states and 


provinces— 


Prompt payment of claims— 
Low mortality (35.5%)— 


Complete attractive’ and up-to-date 


contracts for men, women and children. 





O. Hardwig, 
President 


Walter G. Voecks, 
Secretary and Actuary 








F. P. Hagemann, 


Treasurer and Counsel 


HOME OFFICE—WAVERLY, IOWA 
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SAFE IN ALL KINDS 
EQUITABLE RESERVE 
: HI 


A Life Insurance Organization 
Must Be Prepared to Meet ; 
Stormy as Well as Sunshine 
Conditions Over Many Years. 


This Association Added One Quarter 


of a Million Dollars to Its Assets 
During the Last Year of the Depression. 


Favorable Territories in Wisconsin, 
Illinois, Minnesota and Michigan. 


NEENAH, WISCONSIN 


OF WEATHER 


ASSOCIATION 
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NEWS OF THE FRATERNALS 





Woodmen Circle Is Examined 


Convention Audit Shows Obligations 
Met, $300,000 Cash for Investment— 


Some Policies Criticised 








Examiners from Nebraska, Okla- 
homa, Kansas, Iowa and Indiana have 
completed an examination of the Wood- 
men Circle, woman’s auxiliary of the 
Woodmen of the World, finding that it 
has met all obligations and has $300,000 
cash for investment, but criticising some 
investment policies and conditions. The 
Circle has $25,000,000 invested in bonds, 
mostly municipals, and part of these 
are southern state bonds where default 
has occurred in interest payments. 

The Circle officers have sought to 
take care of the situation by exchang- 
ing, where possible, their holdings for 
refunding issues and pressing for col- 
lection of overdue coupons, believing 
this will in time obviate losses that 
would now accrue if these were sold. 

Insurance Director Herdman of Ne- 
braska has held several conferences with 
the new president, Mrs. Dora Alexander 
Talley, with reference to placing the 
bond department in charge of some man 
experienced in handling bonds and par- 
ing the salary list. No definite action 
is expected to be taken until other state 
commissioners have indicated their de- 
sires. 


Illinois Leaders Are Given 


Figures from Preliminary Insurance 
Department Report Show the 
Returns for Last Year 











The Illinois department in presenting 
its preliminary report on fraternal in- 
surance transactions shows there are 
876,655 members in Illinois. The amount 
of insurance in force is $752,604,938. 
New business last year was $52,339,640. 
They received from members $17,426,099 
and there was paid in claims $14,268,539 
in the state. The Illinois fraternals have 
599,855 members in their home state. 
The amount in force is $507,691,275 and 
new business last year was $32,696,136. 

The fraternals writing more _ than 
$1,000,000 of new business in IlIlinois 
last year are the Concordia Mutual Ben- 
efit of Chicago, $1,184,373; Fidelity Life 
of Fulton, $3,880,180; Modern Wood- 
men, $5,629,672; Polish National Alli- 
ance, $5,364,323; Polish Roman Catholic 
Union, $1,546,659; Royal Neighbors, 
$8,692,760; Aid Association of Lutherans 
of Appleton, Wis., $2,903,250; Electrical 
Workers Benefit of Washington, D. C., 
$1,356,725; International Workers of 
New York, $1,343,850; National Union 
of Toledo, $1,044,916; United Commer- 
cial Travelers of Columbus, O., $1,300,- 
000; the Security Benefit of Topeka, 
$2,124,750. 


Carlin Reelected, Others in 
United Workmen Promoted 








A. T. Carlin of Allston, Mass., was 
reelected head of the Ancient Order of 
United Workmen of Massachusetts at 
the 56th annual grand lodge meeting in 
Boston. A. J. Davis, Franklin, N. H., 
grand foreman, was elevated to junior 
grand master workman, being succeeded 
by J. R. Clark of Braintree, Mass., for- 
merly grand overseer. Mr. Clark was 
succeeded by C. F. Pendergast, Water- 
town, Mass., formerly grand guide. R. 
C. Williams, Hopedale, Mass., was 
moved up from grand inside watchman 
to grand guide, being succeeded by W. 
B. Jackson of Waltham, Mass,, formerly 
grand outside watchman. It was voted 
to suspend publication of the society’s 
monthly bulletin, the “Massachusetts 
Workman.” 





——— 


Suspensions and Lapse Down 





Secretary Ray of Modern Woodmen 
Reports Return Nearly to Normal— 
Take Liquor Action 





Suspensions and lapsés have drop- 
ped almost to normal, the lowest num- 
ber in many months being recorded in 
the first quarter, National Secretary Ray 
of the Modern Woodmen reports. 

The executive council in order to 
meet a situation arising out of the fact 
that some states in which it operates 
still are dry, has promulgated a ruling 
that modifies the by-laws so that no 
person can become a member, either so- 
cial or beneficial, who engages in un- 
lawful manufacture, sale or transporta- 
tion of liquor for beverage purposes, 
and cancels all certificates issued to 
members who engage in such illegal 
practices. Use of liquor at all camp 
functions is also banned. 

Director Korns of the Modern Wood- 
men heads a movement to secure closer 
cooperation between various societies 
in resisting the strong movement noted 
to tax fraternals on the same basis as 
old line legal reserve companies be- 
cause most of them are writing insur- 
ance on that basis. Mr. Korns says 
that 275 tax bills aimed at fraternals 
were introduced during 1933 at special 
and regular legislative sessions, and 
that with federal and state officials 
searching for new things to tax, com- 
ing sessions will form new battle- 
grounds. 

The Modern Woodmen has main- 
tained a legislative counsel for years, 
who contacts state managers and these 
in turn put the rank and file into ac- 


tion. Mr. Korns says members must 
be educated to begin their agitation be- 
fore legislators are nominated and 


elected. He says that the fraternal and 
beneficial character of the _ societies. 
the relief work they do and the fact 
that they are not conducted for profit 
warrant continued tax exemption. 





Fraternals’ Assets Increase 





Steady Growth Recorded Throughout 
Depression Period—Membership of 
Some Much Improved 





Fraternal societies generally enjoyed 
an increase in assets last year similar 
to experience among old line legal re- 
serve companies. A tabulation covering 
123 societies showed assets $1,024,502, 
438, an increase in the year of $23,956,- 
552. Assets of all fraternal societies in 








To Use National Hookup 
in Opening WOW Quarters 


Opening and formal dedication of new 
headquarters of the Woodmen of the 
World in Omaha will be broadcast Fri- 
day over the society’s station, wow, 
in a nation-wide hookup. Fifty-six sta 
tions in the red network are in the tieup, 
and the half hour following 11 o'clock in 
the morning will be devoted to giving 
the. longest nationwide broadcast in 
radio history. 

United States Senator Sheppard of 
Texas, national treasurer; President De 
E. Bradshaw, President Davidson of the 
Greater Omaha association, President 
Martin of the Omaha chamber of com- 
merce and Governor Bryan are on the 
program. ; id 

A reception to members will be he 
in the afternoon and to the public in the 
evening. All national officers and direc- 
tors will be in Omaha. Thursday night 
a testimonial dinner to national o ae 
and the society will be given by thé 
Greater Omaha association. 
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i George 
Washington 

| Life Insurance 

Company 


0 
Charleston, W. Va. 
o——_- 


Charles L. Preston 
President 


o ® 


Territory available, for Agency Contracts, 
under Home Office Registration, in the 
States of West Virginia, Ohio, Michigan, 
'Irginia, District of Columbia, North Caro- 
lina, South Carolina, Georgia, Tennessee, 
and Kentucky. 





Address: 


Ernest C. Milair 


Vice President - Manager of Agencies 
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1929 totaled $889,475,714; in 1930, $934,- 
970,374; in 1931, $972,882,006; 1932, 
$1,016,159,216; 1933, $1,031,303,295; 1934, 
$1,057,960,151. 

Ten societies made asset gains of 
more than $1,000,000 each, including 
Modern Woodmen of America $5,001,- 
334; Woodmen of the World $3,850,028; 
Royal Neighbors $3,584,156; Polish Na- 
tional Alliance $2,568,147; Knights of 
Columbus $2,363,445; Catholic Order of 
Foresters $1,486,263; Czecho-Slovak So- 
ciety of America $1,403,745; Woman’s 
Benefit Association $1,385,812; Pennsyl- 
vania Slovak Roman & Greek Catholic 
Union $1,258,708 and Aid Association 
for Lutherans $1,081,005. 

Ten societies reported gains in adult 
membership of more than 500 each, total 
being 80,293. Twenty-three societies 
each gained over 500 juvenile members, 
total being 32,384. 





Report of Examination Made 





Illinois Department Comments on Its 
Findings on the Bohemian 
American Union 





The Illinois insurance department has 
released its report of the examination 
of the Bohemian American Union of 
Chicago. In the general recommenda- 
tions Insurance Director Palmer states 
that mortgage loans should only be 
made in the future after a valuation of 
the property made by a disinterested 
qualified appraiser showing how much 
the property is worth. It should be 
at least double the amount to be loaned. 
Further investments should be more di- 
versified to improve the liquidity of the 
portfolio. All the investments now arc 
represented by real estate owned and 
mortgage loans. The total income up 
to Dec. 1, 1933 from Jan. 1, 1933, was 
$29,853 and the disbursements $18,456. 
The assets were $264,046, the main item 
being mortgages $228,612. The liabilities 
are $1,324. It issues whole life certifi- 
cates for $250, $500 and $1,000. 

The juvenile department shows assets 
$14,411 with no liabilities. The depart- 
ment says the society is in excellent fi- 
nancial condition and appears to be effi- 
ciently manged. 





Fraternals Sign Contract 
for Institutional Campaign 





A formal contract for advertising legal 
reserve fraternal insurance on a national 
scale has been signed with the Pettinger- 
La Grange Advertising Agency of In- 
dianapolis by the Society for the Ad- 
vancement of Legal Reserve Life Insur- 
ance. President J. C. Snyder of the Ben 
Hur Life was elected president of the 
society, which was incorporated to carry 
on the campaign. For two years he had 
been chairman of the advertising com- 
mittee of the National Fraternal Con- 
gress. 

Other officers of the society elected 
are: Vice-president, Judge T. L. McCul- 
lough, president of the Praetorians; sec- 
retary, F. W. Heckenkamp, head of the 
Western Catholic Union, and treasurer, 
J. P. Stock, head of the Maccabees in 
Illinois. These with N. J. Williams, su- 
preme vice-president Equitable Reserve 
Association, make up the board. 





New Era Life Production 
Much Greater This Year 


GRAND RAPIDS, MICH., May 17. 
—The New Era Life association is far 
surpassing 1933 sales this year, accord- 
ing to reports at the biennial congress 
held at the home office. Volume for the 
first four months exceeded that for the 
first seven months of 1933. Total busi- 
ness for all of 1932 already has been 
exceeded this year. 

New officers elected were: first vice- 
president, Dale Souter, Grand Rapids; 
second vice-president and treasurer, O. 
G. Brewitz, Benton Harbor; third vice- 
president, J. D. VanderWerp, Muske- 














1934 


LEGAL RESERVE 
LIFE INSURANCE 


FORTY YEARS OF PROGRESS 


Through forty years of constantly 
changing economic conditions the 
Ben Hur Life Association has made 
steady progress in the life insurance 
field. ‘Today it stands stronger than 
ever, with assets of more than 
$10,000,000 and a record of more 
than $33,000,000 paid to policyhold- 
ers and beneficiaries. ‘This legal re- 
serve fraternal life association enters 
the new era in better condition than 
at any time in its history, amply pre- 
pared to render even greater service 
to its policyholders. 

Our line of certificates or policy con- 
tracts, contains all of the attractive 
and .modern features of legal reserve 
protection. Fraternal activity is also 
available to those who desire it. A 
rapidly growing juvenile department 
and a home for aged and dependent 
policyholders are added features of 
Ben Hur service. 


Ben Hur Life Association 
Crawfordsville, Ind. 


John C. Snyder, Edwin M. Mason, FOUNDED 
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Arp ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Insurance 


APPLETON, WIS. 


THIRTY YEARS’ April 1, 1934 
RECORD Admitted Assets ................ $16,033,704.38 
—— ‘ Certificate Reserves, Surplus and 
Pacis ll pot other Liabilities .............. 15,768,153.81 
1 2... 33 $ 638,000.00 Emergency Reserve Funds........ 265,550.57 
[. > ener 234 7,395,750.60 : 
1922 ..... 942  27,382,518,00 Payments Since Organization 
To Living Certificateholders...... $5,586,029.38 
1982 ..... 2148 125,863,133.59 To Beneficiaries ................. 3,751,897.60 
|: See 2187 —:131,359,169.00 Total Payments ................. 9,337,926.98 


FRATERNAL Lire INsuRANCE STANDS THE TEST 




























Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


Herman L. Ekern, Pres. 


608 Second Ave. S. Minneapolis, Minn. 
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gon; medical director, Dr. E. W. Dales, 
Grand Rapids; general secretary, Gay- 
lord Nelson, Grand Rapids; general 
manager, A. E. Hansen, Grand Rapids. 
The presidency was not in contest, G. 
L. Taylor, Owosso, holding over until 
1936. 





Issues Term to 60, Convertible 


A term to age 60, convertible, is being 
offered by the Protected Home Circle 
of Sharon, Pa., in amounts from $500 
to $10,000, the premium being about 
half that for ordinary life. It can be 
converted up to age 55 without med- 
ical examination to any other form, the 
reserve accumulated being applied, either 
in paying premium or an equivalent re- 
duction in rate. 





Hold Convention in June 


_ The National Mutual Benefit of Mad- 
ison, Wis., will hold its annual agency 











conference and sales meeting at Fond 
du Lac, June 22-23, more than 100 
agents being expected to attend. The 
society operates in Wisconsin, Illinois, 
Minnesota and California. General Sec- 
retary S. A. Oscar reports over $34,- 
000,000 in force and an increase of 15 
percent new business this year. 





Condition Found Excellent 


The annual valuation report of the 
mutual insurance department of the 
Brotherhood of Locomotive Firemen 
& Enginemen shows funds in excell- 
lent condition and ratio of solvency 
122.7 percent. The usual dividend was 
paid May 1. Assets, together with fu- 
ture investments at the present rate, will 
be sufficient to pay all benefits with a 
surplus of $34,952 for contingencies and 
future dividends after deducting divi- 
dends payable in 1934. A reserve of 
$15,000 was sét up to meet possible 
fluctuation in claim payments and main- 
tain dividends on the present scale. 
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Illinois, 











A 27 Year Old New Deal 


, eae is a lot of talk these days about 
low-cost pure protection. 
investment features, 
when they are a part of a contract, be 
so included that they may be used with- 
out impairment of the Life Insurance. 


The policies issued by this old, conser- 
vative Company have always been of 
We are pleased to note the 
general trend toward the only kind of 
insurance we have ever offered. 


Our agents are pioneers in the New Deal 
in Life Insurance which is shaping as 
definitely as it is in other things. 


Agency openings in 


Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 


FREEPORT, ILLINOIS 
Founded in 1907 


It is being 








Indiana, 









































THE Security Benerit ASSOCIATION 


® Has Legal Reserve Certificates to meet the 
Requirements of any Family and Any Income 


Special Features: 


A Mutual Co- 
operative 


yeem, pt JUVENILE 

pean FO a CERTIFICATES 

Folk - << = American Experience 4% 
s an . . . 

Orphans’ American Experience 4% Twenty Pay Life 

Home, and a Twenty Payment Life Two Educational 

General Hos- American Experience 4% Certificates 

pital. All Whole Life Term Certificate to Age 16 

membérs  en- American Experience 4% With Transfer Privilege 

regres eer Paid-up at Age 70 Whole Life Level Rate 

+ uétecel one N. F. C. 4% Ordinary Life Certificate 

without con- 


tributions ad- 
ditional to 
regular pre- 
mium rates. 





Field workers find our contracts most attractive. 
For information address: 


TOPEKA, KANSAS 


J. M. KIRKPATRICK, National President 








other states. 


A. N. Boulton superintendent of agents 
in the home office railroad department, 
covering the 
with headquarters in Los Angeles. He 
has been with the railroad division for 


as an agent and soon qualifying as a 


when Mr. McComas died, was appointed 
superintendent in charge of Texas and 
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Ferguson Heads Chicago Club 


Programs for Coming Year to Feature 
Addresses by Outstanding Personal 
Producers 








E. H. Ferguson, Great Northern Life, 
for several years secretary-treasurer of 
the Accident & Health Insurance Club 
of Chicago, was elected president at its 
annual meeting Monday. Other officers 
elected are: Vice-president, A. J. Hig- 
gins, Aetna Life; secretary-treasurer, 
Paul W. Stade, Lumbermen’s Mutual 
Casualty; directors, Hugh Purple, Trav- 
elers, retiring president; C. N. Dubach, 
Hartford Accident, and F. W. MclIn- 
tosh, Monarch Life. 

President Ferguson, in assuming 
office, outlined some of his plans for 
the coming year. The present plan is to 
give primary attention to the selling side 
in the programs for the year, rather than 
to problems of agency management, 
featuring talks by men who have made 
outstanding production records in Chi- 
cago, on “how they did it.” 

In line with this program, which is 
calculated to appeal to individual pro- 
ducers and to furnish more material 
which will be of direct benefit to them, 
the club voted to reduce the annual dues 
for producers to $2. Dues for managers 
and company men will remain at $5 as 
before. 

In recognition of his outstanding 
service to the club as secretary-treasurer, 
an appropriation was voted to send Mr. 
Ferguson to the managers convention to 
be held in Cleveland June 7-9, under the 
auspices of the National Association of 
Accident & Health Managers. 

There was some discussion of the pos- 
sibility of the Chicago club reentering 
the National association, but no action 
was taken further than to suggest that 
the members of the club who attend 
the National association convention 
should report back to it following the 
Cleveland meeting. A _ half dozen or 
more members signified their intention 
of going to Cleveland. 


New Des Moines Mutual Is 
Actively Writing Business 








DES MOINES, May 17.—The Policy- 
holders Mutual Casualty, writing acci- 
dent and health and specializing in non- 
cancelable in addition to regular 
commercial lines, has opened for busi- 
ness at 700 Des Moines building. 

Dr. W. B. Chase, Sr., is president; 
A. L. Wilson, vice-president, and W. L. 
Mapes, secretary-treasurer. Dring Need- 
ham, Des Moines, has been named coun- 
sel and O. D. Goodwin, superintendent 
of agents. Directors, in addition to the 
officers, are F. G. Redfield and W. G. 
Mapes, Des Moines. 

Mr. Redfield and Mr. Wilson also are 
connected with the Webster Life of Des 
Moines, with which the new company 
will share home office space. It will 
operate through agents and for the pres- 
ent will confine its business to Iowa. 
Later it may expand its activities to 


A. N. Boulton Advanced 
The Pacific Mutual Life has appointed 


Pacific Coast territory, 


15 years, having started in Oklahoma 
large producer. He was made assistant 


superintendent under the late D. Mc- 
Comas, superintendent, and in 1925 


New Mexico. In 1932 Colorado and 
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nv St. Louts its 
Hotel 


Mayfair 


81H & ST.CHARLE 


91H & WASHINGTON 
9 20 and up 








A man away from home on busi- 
ness is interested in restful sleep, 
good food, attentive service, and 


facilitation of his business so he can 
get home as soon as possible. 


We meet such men on common 
ground, for it has been our privilege 
for more than two generations to 
provide tired men of affairs with 
cheerful rooms and soft beds; to set 
as excellent a table as the country 
affords; and to attend with courtesy 
to the slightest wish of every guest. 
All our rooms have private bath, 
shower, and circulating ice-water. 
Plenty of singles at $3. 


We are most convenient to 
Boston’s insurance district. 





Glenwood J. Sherrard 
President & Managing Director 














Oklahoma were added to his territory. 
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SALES IDEAS AND SUGGESTIONS 








Elimination of Unfit, Better Sales 
Methods Are Themes Developed 
at New York State Sales Congress 


By A. R. 


Immediate elimination from the busi- 
ness of the large number of poorly 
adapted and equipped men and women 
agents was the keynote struck at the 
New York State sales congress held in 
Rochester, by C. L. McMillen, general 


agent Northwestern Mutual in New 
York City. The address of welcome 


was given by J. E. Silverstein, vice- 
mayor in Rochester, a C. L. U. man and 
agent for the Mutual Life of New York. 
Frank Wenner, general agent Connecti- 
cut Mutual at Utica, president of the 


New York State Association of Life 
Underwriters, presided. 
Mr. McMillen, speaking on “What 


Really Counts,” said: “Every franchise 
to sell life insurance is an important re- 
sponsibility. The fitness of the man or 
woman to represent this business can’ 
usually be predetermined. What we need 
is more people who will do the task 
with vision. A task without vision is 
slavery. A vision without doing the 
task is dreaming. Our biggest job al- 
ways has been and is now to put into 
effect what we know. 


Tells Questions Asked to 
Sound Out Agent’s Attitude. 


“Here are some of the questions we 
ask our men: Do you regard this busi- 
ness solely as a means of making a liv- 
ing or as a career? How about your 
own life insurance? Have you ever 
brought a man into this business? If 
all the agents were like you, what kind 


of an agency would we have? Are you 
stronger. today and better equipped 


mentally and physically than you were a 
year ago? Is there any other business 
you would rather be in? 

“Here are some of the suggestions 
we offer to our men: Study carefully all 
financial devices offered to people. Do 
you know of more than one which of- 
lers protection against death, against 
old age, against the need for an emer- 
gency fund? Dig up some true stories, 
settle some death claims, visit some old 
men, visit some orphan asylums. Is 
there any one who can stop you from 
obtaining your objectives? Is there any 
one who can stop you from becoming 
the best informed agent in the city? Do 
you know of any salesman who can face 
his 1928 customers better than you? Do 
you believe that a life insurance policy 
will solve the financial problem of most 
people?” 

Anderson Gives Valuable 

Talk on Wills, Insurance 


_C. Vivian Anderson, president Na- 
tional Association of Life Underwriters, 
spoke on “Have You Made Your Will?” 
Back of Mr. Anderson was a bulletin 
board covering most of the wall, to be 
used in marking up community che-* 
contributions in=the campaign to be 
Started next week in Rochester. Mr. 
Anderson said if agents sold enough 
life insurance the people would not have 
to worry so much about community 
chests. Life insurance is the only will 
to perpetuate earnin’s, he said. Gen 
eral property can be perpetuated in the 
way the owner wishes only by careful 
attention to laws and the drawing of a 
Proper will. 


Mr. Anderson gave numerous ex- 
amples from his own experience where 
he had helped men and women draw 


Wills, how this led to their purchasing 
additional life insurance, and how he 
Worked with attorneys in obtaining 
more clients. 








JAQUA 


The afternoon session was opened by 

V. Youngman, Mutual Benefit agent 
in New York City, speaking on “Tin- 
ker to Evers to Chance.” He said men 
buy life insurance through the heart and 
not the head. Agents with imagination 
and ability to draw vivid word pictures 
have an advantage. 

“Sell, don’t teach,” said Mr. Young- 
man. ‘Picture the future; commit him 
as you go along, and when you have 
told him of the safety, security and 
peace of mind your proposition will 
bring, ask him to buy. It is necessary 
to develop a closing technique. My 
technique takes one of two directions. 
Either I start to completé the applica- 
tion by asking how much flying he has 
done in the past year or I try to ar- 
range for an examination by saying, ‘Do 
you wish to see the doctor at nine to- 
morrow or at two?” 

A. R. Jaqua, associate editor Dia- 
mond Life Bulletins, Cincinnati, gave a 
report of an analysis made of 25 suc- 
cessful agents, telling a number of hu- 
man interest stories. “Of the 25 men 
studied, we found four factors in com- 
mon. First, all of these men had a 
strongly developed money-sense. They 
are selling money and they know the 





value of money. They will waste neither 
time nor money. Not that these men 
are mercenary; far from it. They give 
freely of their time and money to 
worthy causes and endeavor, but in 
their working time they are business- 
like. 

“Second, all of these men are habit- 
ual users of the endless chain method of 
prospecting. Having sold one man in 
the business, they get references from 
him to his ‘associates in business. Hav- 
ing sold one man in a profession, they 
get references to other men in that pro- 
fession. Having sold one man _ or 
woman in a bridge club or golf club, 
they get references to his social ac- 
quaintances. C. Vivian Anderson is a 
typical example, having nearly $5,000,- 
000 in force on 80 policyholders in one 
company. 


Ability to Find Problem 
Is One Key to Success 


“A third factor common to these 25 
successful men is their almost uncanny 
ability to find the problem that is wor- 
rying the prospect or about which he 
can be made to worry. 

“There are only 18 or 20 insurance 
situations or needs, and we find these 
men ‘prospecting within each prospect’ 
to discover the need or want or problem 
that is nearest the prospect’s heart; that 
may be a clean-up fund, a life income 
to the wife, a Christmas present to his 
daughter, a retirement income, or what 
not. 

“Finally, a factor always found is an 
unalterable belief that life insurance is 
not only a financial plan, but the only 





View C. L. U. Study As Failure Preventive 








From 13 to 15 percent of the 20,000 
members of the National Association of 
Life Underwriters are holders of the 
Cc. L. U. degree or agents who have 
taken one or more parts of the exam- 
ination or are preparing to take the first 
part in June, A. J. Johannsen, super- 
visor Hobart & Oates agency North- 
western Mutual, Chicago, and director 
life insurance course Northwestern Uni- 
versity, told the Life Agency Supervis- 
ors Association of Chicago. 

He advanced this as an argument in 


favor of advanced training for life 
agents, which was the subject of an 
open forum at the meeting. Mr. Jo- 


hannsen said it is reported only about 
three of the 700 persons who hold C. 
L. U. degrees have left the life insur- 
ance business, as compared with the 
heavy turnover generally among agents. 


C. L. U. Study Is Powerful 

Force in Avoiding Failures 

Mr. Johannsen considers the C. L. U. 
study a positive force in development of 
agents. He said the training helps to 
prevent failures, of which there are 
many in life insurance, largely due to 
not keeping up with an adequate plan of 
self-development. Mr. Johannsen con- 
siders the National association member- 
ship may be assumed to be persons 
more socially conscious than the aver- 
age, and he says the fact that a large 
proportion of these are devoted to the 
C. L. U. work is highly significant. 

Advantages and disadvantages of C. 
L. U. work were frankly discussed. One 
opinion was that if a man is a good 
salesman at heart the C. L. U. studies 
will not harm him, but with others there 
is always the danger that they may de- 
vote so much time to their studies they 
forget to sell. It was said the average 
life agent is so busy nowadays attempt- 
ing to sell policies he has no time to 
study, and unless he is in position to 
tide himself over financially it is hazard- 
ous for him to delve into too intricate 


fields. There was some thought that 
| the C. L. U. qualifications are not suffi- 





ciently strict, and some criticism of the 
requirement that the applicant be at 
least a high-school graduate. 

Mr. Johannsen explained that the re- 
quirement for three years’ life sales- 
manship was calculated to eliminate the 
less fit agents who ordinarily do not 
last that long in the business. The re- 
quirement of a high-school diploma was 
made necessary by the method of con- 


ducting examinations through  uni- 
versities and colleges. These would 


not handle this function on any. other 
basis. 

Some members commented that there 
are C. L. U. men who are paying for 
only $50,000 or $60,000 a year and earn- 
ing much less than untrained industrial 
agents. Several industrial men and 
those who started with industrial com- 
panies but changed to the ordinary 
branch, felt this was due to the better 
control over men’s working hours in in- 
dustrial companies. President S. A. 
Kent of the association, assistant man- 
ager Prudential ordinary office in Chi- 
cago, who received an industrial train- 
ing, said undoubtedly supervisory work 
in the ordinary field has not been devel- 
oped to the high point necessary nor ap- 
parently dees any one know how to get 
complete cooperation from the agents 
under him. 


Stricter Requirements Needed 
in Ordinary Department 


He said until agents can be put under 
the thumb, at least to the extent of 
causing them to have guilty consciences 
when they do not work properly, there 
will be little chance to reduce agency 
turnover. While the new _ industrial 
agent scarcely if ever is trained, other 
than being taken over his debit by a 
veteran, he is closely watched, he must 
report early in the morning, he must 
do much night work. If he is late to 
work an unreasonable number -of times 
he fails to get his advance that week. 
The ordinary agent reports and works 
when he wants to. 





Cc. L. U. 














A larger number of Detroit life under- 
writers is expected to take the C. L. U. 
examinations this year than in all the 
previous years the course has been of- 
fered lumped together, says R. E. Olm- 
sted, general agent Penn Mutual and 
president Detroit C. L. U. chapter. At 
least 25 will take the examinations in all 
five sections and 50 more will take one 
or more section examinations. 

* * * 

Dr. C. B. McCulloch, vice-president 
and medical director State Life of In- 
diana, spoke to the Indianapolis C. L. U. 
chapter on “The Professional Ideal in 
Life Underwriting.” 








financial plan which will do for the 
average man. It is the one plan which 
in one contract provides money when- 
ever income ceases, and this belief is 
always evidenced by ownership of con- 


siderable life insurance.” 
The closing address was made by 
A. E. Patterson, general agent Penn 


Mutual, Chicago. He and Mr. Ander- 
son just returned from a western trip 
wherein they addressed 17 meetings in 
16 days. 


Patterson Shows Great i 
Total Paid by Institution 


“The institution of life insurance,” 
said Mr. Patterson, “paid out in 1933 the 
sum of $3,100,000,000 of which living 
policyholders received $2,000,175,000. In 
1933 persons in the United States pur- 
chased $13,000,000,000 of new life in- 
surance. 

“IT am a firm believer in advertising. 
In 1933 the insurance companies spent 
$1,545,000 in magazine advertising; 
$525,000 in radio advertising, and $274,- 
000 in newspapers. I am _ informed 
that they will spend about $3,500,000 in 
1934. 

“We all get what we deserve, but we 
hate to admit it. Men can inspire and 
instruct you but you must do the work 
yourself. No one can make you work. 
In our agency we have set up the fol- 
lowing requirements: 40 calls a week; 
15 closing interviews (it isn’t a closing 
interview unless you ask him to buy five 
times); secure 20 new prospects, and 
pay for two cases a week. 


Formula for Success Is 
Given by A. E. Patterson 


“We have discovered that your chance 
of closing a man at luncheon is five to 
one over closing him at his office. Here 
is the program set up by one of my as- 
sociates and it has worked so well for 
him that I pass it on to you: 

Get up at 7, get to the office at 
and out on the street at 9:00. 


8230 
; Plan your work-sheet the night 


w P 
), 
"oe 
before. 
“3. Try to see ten people every day. 
_“4. Have three real interviews every 
day. 

“5. Get three new names every day. 

“6. Have two night interviews. every 
week. 

“7 Have one luncheon appointment 
every week with a man who can buy. 

“8. Spend 20 percent of your time 
prospecting. 

“9 Keep up to date your change-of- 
age and birthday file. 

“10. Spend one hour per day in study- 
ing new business.” 


Head Goes to Home Office 


H. Thomas Head, in charge of the di- 
vision of the Western & Southern Life 
which ineludes Chicago, has been called 
into the home office and is succeeded by 
Alfred Peyton, formerly in charge of 
the western Ohio division. 
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inviles anyone consideding engaging 


carer lo communicale with one of 
us managers 
34 Nassau Street. New York Cty 


HAVE YOU SEEN “A CAREER IN LIFE INSURANCE*? JUST PUBLISHED, SEND FOR YOUR COPY 
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CALIFORNIA 
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Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


114 Sansome Street Hill Street 
SAN FRANCISCO 7 8 ANGELES 


ALEXANDER C. GOOD 


Consulting Actuary 
615 Trust Co. — Jefferson City, 


800 Security Building, Kansas City 











ILLINOIS 


NEW YORK 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State i218 


CHICAGO, ILLINOIS 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














L. A. GLOVER & CO. 
Consulting Actuaries 


128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








Audits Investigations 


FERGUSON, DANIELS & PORTER 
Accountants and Actuaries 
102 Maiden Lane 
New York, N. Y. 


Organization Management | 

















J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 


“A System and Aosomange fer @ Life 
insurance Ss 


A 
Legal Reserve, nn and _Aesasamant Business— 


ension 
28 North. Ta Salle Street 
Phone Frankie 6559 
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Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














Woodward, Ryan, Sharp, Davis & Hezlett 


Consulting Actuaries 
Jonathan G. Sharp W. Harold Bittel 
Evelyn M. Davis Robert S. Hull 
Edward H. Heslett John Y. Ruddock 

Partuers An y 


Ninety John St., New York, N 
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Say Farm Loans 
Are Future Hope 


(CONTINUED FROM PAGE 1) 


panies which availed themselves of 
RFC loans have paid them off in whole 
or large part, thus demonstrating the 
essential soundness of their investments. 

Life companies are pinched between 
the horns of a dilemma in this matter of 
investments. Federal money has liquid- 
ated many farm and city loans. The 
companies thus have received cash 
which they did not particularly care to 
get at this time and they have been 
forced immediately to find other good 
investments. 

On one side is the growing desira- 
bility of first farm mortgages, but on 
the other is the increasing activity of 
federal loan agencies and the virtual as- 
sumption that these will operate perma- 
nently to care for an increasingly larger 
percentage of the demand for real estate 
loans. 

Interest Rate Still Attractive 


The rate of interest at which the gov- 
ernment loans are made, 5 percent, 
while it may appear to be low in view 
of the good old days of rates up to 8 
percent, nevertheless still is higher than 
companies are able to realize on most 
other investments in these days, and 
thus continues the attractiveness of 
farm mortgages. 

Company loan men do not greatly 
fear that life companies will be forced 
out of this field by the government loan 
agencies, even though these should be 
continued on a permanent basis. It is 
said there is much red tape in securing 
federal loans, the process is slow. Com- 
pany men are confident that the public 
will make its own comparisons and that 
life companies will be able to compete 
on equal terms. 


Psychology Awaits 
Use by Managers 


(CONTINUED FROM PAGE 1) 


“dumb” at first, because of lack of 
knowledge of life insurance. 

According to Dr. R. S. Schultz, re- 
search associate Psychological Corpora- 
tion, there are a number of young psy- 
chologists who could be sold on the 
scientific worth of the life insurance 
sales field and engaged for $3,000 to $5,- 
000 a year. 

Salesman Not a Scientist 


“Such an expenditure should be worth 
a general agent’s while if only tor the 
time it would leave him for his other 
duties,” Dr. Schultz pointed out. “The 
psychologist’s job would be to help in 
the educational work, to determine how 
each man can best be instructed and 
managed, and to iron out conflicts in 
relationships and with individuals. He 
should not, however, be thought of by 





FOR RENT 


Desirable second floor space in attractive 
modern building centrally located in Colum- 
bus, Ohio, outside light and air front and 
rear. Approximately 3100 sq ft. Immediate 
possession. Particularly well adapted and 
located for insurance offices. Heat furnished. 
Rental $125.00 per month. 








WM. P. ZINN & CO. 
37 N. Third St. Columbus, Ohio 





the agency as a psychologist but as an 
assistant to the manager. 

“The man who is a good sales man- 
ager is usually far from being the 
thoughtful analyst of men’s problems 


that the trained psychologist must be, ~ 


And the psychologist must not only 
have aptitude for his work but he must 
have spent years in developing his abili- 
ties in this special line. He learns to 
see the individual as an individual, some- 
what as a minister does, but without 
the element of good and evil coming 
into the picture. : 

“A staff psychologist could simplify 
managerial problems, for example in the 
case of agency meetings, where he could 
classify the agents according to the type 
and amount of stimulation they need. 
Men, like school children, may be di- 
vided roughly into the average, the dull, 
the over-bright, and then the ‘problem’ 
cases which may show up in any of the 
former three groups. If these groups 
are indiscriminately mixed, nobody goes 
ahead as fast as he should 

“Life companies don’t hesitate to get 
men with highly specialized training in 
their actuarial, medical and financial de- 
partments. Why not in the sales end? 
It is no more a confession of failure 
for the general agent to go to a psy- 
chologist for aid than for a life com- 
pany executive to make use of the best 
actuarial services he can obtain. 

“Above all, it will take a certain 
amount of patience and faith. Just as 
an abnormal number of deaths in one 
month wouldn’t mean that the mortal- 
ity table had been faultily constructed, 
so should confidence in psychological 
methods be sufficient to permit a trial 
long enough to be conclusive before at- 
tempting to evaluate the results.” 

The Psychological Corporation is the 
national organization which acts as a 
clearing house for psychological activi- 
ties in the commercial field, and also 
conducts surveys and analyses. The 
American Psychological Association 1s 
the academic body, corresponding to the 
American Medical Association in medi- 
cine. 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
thereafter. 
If you reside in Ohio, Illinois, Indiana, 
Kentucky, Pennsylvania, Tennessee, West 
Virginia or the District of Columbia, 
Write for Samples and Particulars 


This is one of the i unique contracts 
issued by 


Federal Union Life 


Cincinnatt, OnI0 
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— 
HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 











FRANK M. SPEAKMAN 
Consulting Actuary 


8. P. 
THE BOURSE 


Associates 
Fred E. Swartz, C. P. A 
Higgins 


PHILADELPHIA 




















Send 9 cents in stamps for sample copy of 


THE ACCIDENT & HEALTH REVIEW 


The only exclusive accident and health paper published. 
It gives ideas and suggestions that help you sell income protection insurance. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 








Give references. 





WANTED 


State Manager for Mississippi 
Must have experience and record for production. 


Write Y-58, The National a. gl 
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